New Opportunity to Win Pro-D Certificate—See Pages 20-21 


Vol. 4, No. 45 


PALLET BREAKTHROUGH: New automatic 


Purchasin 


McGRAW-HILL’S NATIONAL NEWSPAPER 


Ec cneneumiiieal 


Pe. 
= | “ 
** 


r. 


, —_ 2 


loader racks and stacks | 
empty glass containers for bulk shipment on pallets (story p. 37). | urged the Interstate Commerce 


|Refined Lead Price Slashed /2¢/lb. 


New York—Worldwide glut 
and foreign competition have 
combined to force the price of 
refined lead down to 10'%2¢/Ib. 
(N. Y.)—a 10-year low. 

Metal experts are not too sur- 
prised by the new “%¢/lb. de- 
cline. Many say they had been 
expecting it ever since the Lead- 
Zinc Study Group meeting in 
Geneva, when producing nations 
refused to take any new action to 


Overseas Stee! Suppliers Planning 


bring supply closer in line wit 
current demand. 

Inventory statistics point up 
just how much of an oversupply 
exists in this key metal. At the 
beginning of October, unsold 
stocks of refined lead were up to 
219,367 tons—a 12% increase 
over the figures prevailing at the 
end of last January. 

The huge gap between the 

(Turn to page 4, column 5) 
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Stepped Up U.S. Sales Drive in’ 62 


New York — Domestic steel | 
buyers are likely to find them- 
selves on the receiving end of a 
stepped-up sales drive by over- 
seas firms early next year. 

A PURCHASING WEEK check of 
leading steel importers showed 
that competition with domestic 
steel currently comes mainly from 
European plate, rod, and bar-size 
angles—which are reported at 
10% below American prices. Bel- 
gian and Japanese reinforcing 
bars are selling at $100/ton— 
$25 under the domestic level. 
But the differential isn’t moving 
foreign rebars in areas where 
building is seasonal. 

But new developments in steel 
imports are in the cards. Here 
are a few: 

@ Stainless sheet from Japan— | 


Modern stainless steel mills were 
completed in Japan last summer 
and have already made some 
progress in the U. S. market. 
“Right now we're priced 3% 
to 5% below American levels,” 


commented a spokesman for one | 


of Japan’s biggest steel exporters. 
“In 1962 we expect the differ- 
ential to widen to 10%—more 
because of rising U. S. prices as 
business improves than because 
of lower Japanese quotes.” 

@ Japanese structural plate— 
At present Japanese plate is 
priced at or above American tags 
and definitely above European 
offerings. But Japan hasn't been 
pushing plate, partly because 
home demand is booming, and 
partly because U. S. usage in ship- 

(Turn to page 38, column 2) 
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@ If You're in the Market for Fleet Cars, you'll want to study 
the P/W Product Guide on Page 21. This is a summary, in 
handy reference form, of the vital statistics on 20 new model 
cars as discussed in ‘Automotive Perspective’ columns. 


© Competition Between Metals and Plastics is getting more 


fierce as new materials come out. 


‘Product Perspective’ on 


page 30 presents a comparison of the two groups, as made 
by speakers at the Society of Automotive Engineers forum. 


@ Effective Sales Forecasting Is a Tricky Business, but it’s a 
must as far as effective purchasing is concerned. In ‘Profes- 
sional Perspective’ on page 14, Consultant Martin L. Leibo- 


witz discusses various types of 


demand forecasts. 


@ Profits to Show Sharp Gains by Mid-1962. That's the pre- 
diction of the McGraw-Hill Economics Dept. in a new study 
of the corporate profit outlook. Greater output and a steep 
gain in productivity are reported behind the profit spurt. 


‘Constant Charge’ 
LTL Plan Draws 
Shipper Protests 


Washington 


Shippers 


/Commission to reject the contro- | 


| versial “constant charge” scheme 
| of fixing rates on small shipments 
| moved by truck. 

The National Industrial Traffic 
| League, the National Small Ship- 
| ments Traffic Conference and the 

American Retail Federation lined 
|up in solid opposition as ICC ex- 
aminer Tobias Naftalin opened 
'hearings on the constant charge 
proposal of the Eastern Central 
Motor Carrier Assn. The ECMA 
plan is under suspension while 
the ICC considers its lawfulness 
|and reasonableness. 

The shipper groups also have 
| asked the Commission to suspend 
|and investigate a similar plan ad- 
vanced by the Middle Atlantic 
|Conference, scheduled to go into 
effect Nov. 20. 


have | 
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‘Give Us New Ideas on How to Buy, 
> Air Force Tells P.A.s in Industry 


Economy Accelerating 


Washington—A new Com- 
merce Dept. monthly report on 
factory orders, stocks and sales 
points to further gains in busi- 
ness activity through early °62. 
New orders for hard goods 
rose for the eighth straight 
month. And with orders top- 
ping sales, back-logs again are 
on the rise, signifying another 
boost ahead in over-all pro- 
duction. Inventories remain 
low, signifying that a buying 
spurt would have to accom- 
pany any production pickup. 


Week 


Fellowships of $5,000 
To Be Granted by NAPA 
‘For P.A. Graduate Study 


New York—The NAPA has 
taken its first big step into high 
level professional development 
_with fellowship grants which 
| promise to advance both study 
and research in the purchasing 
| field. 
| The Doctoral Research Grant 


A YEAR U. S. 
AND CANADA 


$25 fontion 


$6 


Ready to Give Greater 
Leeway to Contractors 
To Eliminate Red Tape 


New York—The Pentagon is 
throwing out a welcome mat to 
prime and subcontractors with 
new ideas on how to buy. 

The Air Force is taking the 
lead in giving its suppliers more 
leeway in working out pro- 
curement contracts and cutting 
through red tape that binds both 
contractors and military P.A.’s. 

“We have books of proced- 
ures and have found them lack- 
ing,” Joseph S. Imirie, assistant 
secretary of the Air Force (Mate- 
riel), said following a meeting of 
|the Army Ordnance Assn.’s New 
| York post last week. 

“We need answers and hope 
industry can come up with some 
suggestions,” Imirie said. But at 
the same time he warned that 
contractors using their new free- 
'dom had better be sure they ex- 
ercise it correctly. 

Imirie called on industrial pro- 
curement men, as well as de- 
| signers and production experts, 


Both trucking groups want to| Committee of the NAPA has an- |to emphasize lower costs, more 
replace conventional class rates} nounced doctoral fellowships up| performance reliability and qual- 
‘on shipments of 300 Ib. and un-| to $5,000 for candidates pursuing | ity control, stricter adherence to 
| der and assess such shipments on | graduate study in purchasing, ma- | delivery schedules, and elimina- 
'the basis of weight and distance,| terials management, and related | tion of over-design tendencies. 


regardless of the nature of the 
(Turn to page 4, column 4) 


Labor Strife Easing Off 
But Unrest Looms in ‘62 


fields for 
| 1962-63. 

Money from the grant will 
cover a ten month period begin- 


the academic year 


|candidate holding a fellowship 
will be eligible to try for a second 


So if you have a good idea on 
procurement procedures, chances 
are you can peddle it to the Air 
Force, says Imirie, provided it is 


r\ning September |, 1962. And a| feasible and in tune with needs. 


He emphasized that the Air 
| Force doesn’t want to force “any 


Washington — With less than} award covering the following year| special way” of doing business 
two months to go, you can write | provided the committee feels that! on contractors. “Instead, the Air 
off 1961 labor negotiations as|the fellow requires further sup-| Force will adapt good business 


virtually complete at this point 
in a year marked by: 1) a decline 


| port. 


At present the number 


of | 


| procedures to its own use”. 
However, he pointed out that 


in union wage gains from last) grants to be made is not definite.| subcontracting and the purchas- 


year 2) job security becoming 
labor’s top priority demand and 
|3) portents of bargaining trouble 
|for 1962. 

| Chrysler Corp. and Caterpillar 
| Tractor Corp. contracts with the 
|United Auto Workers were the 
last two major contracts on the 

(Turn to page 4, column 1) 


Paint Firms Show Wares 


| 

| 

| Washington—A promise of 
more factory finished or semi- 
‘finished painted products was 
emphasized this year at the Na- 
tional Paint, Varnish, and Lac- 
quer Assn. mecting here last week. 

The paint makers and lumber- 
|men have formed a working level 
alliance during the past year to 
develop pre-finished wood that 
can be sold as absolutely trouble- 
free for at least 10 years. 

The alliance was formed to} 
;combat inroads made into both} 
industries by such products as 

(Turn to page 37, column 4) 


| (Turn to page 38, column 4) 
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(Turn to page 4, column 2) 


D 


devices. 


field 


efense contractors are putting more emphasis on supplier 
ability to handle the new wonder metals and space-age 
machining processes. They are taking a close look at likely subs 
for in-house experience with metals like Rene 41, temperature- 
resistant ceramics, epoxy-filament-wound 
processes such as explosion forming, and the like. 

The shift from production hardware and military missiles to 
NASA sponsored space research projects for many primes will 
| usher in more way-out materials that couldn’t be used on military 


reinforced plastics, 


To purchasing in the missile and space industry this means 
science fiction is now hard fact. There’s going to be more and 
more need for buying and subcontracting in the exotic materials 
and not in just a few areas, but in a wide range of exotics. 
Interest in exotic metals at the American Society of Metals Show 
(see P/W, Oct. 30, 61, p. 1) underscores this trend. 


The shift in emphasis was also the subject of a definitive discus- 
sion at the recent Missile Symposium in Seattle on how small 
(Turn to page 37, column 4) 


Purchasing Week Industrial Materials Price Barometer 


This index, bo:ed on 17 bask materials, was especially 
designed by the McGraw-Hill Department of Economics. 
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This Week’s Commodity Prices 


Purchasing Week’s 


Price Perspective 


Nov.1 Oct.25 Year % Yrly 
METALS Ago Change 
Pig iron, Bessemer Pitts., gross ton................. 67.00 67.00 67.00 0 
a a —_ Walley, GTOGS 10M. ......sccccscveses 66.00 66.00 66.00 0 UTO ASSIST—Demand for a lot of key raw materials will soon be getting 
L re es hea 6 ae ba 4 Oo ¥ 80 80 a a io . - 
Steel structural » Aims Pitis. re eee "350 350 "| 2 : 4. a substantial lift from increased car consumption. 
Steel, structural shapes, Los Angeles, cwt............ 6.20 6.20 6.20 0 @ Zinc—As things now stand, carmakers expect the average new model 
rr i ee Ge cece ctor eciecveceress 5.98 5.98 5.97 2 pe ape Dge ; ociliie 1085 wait Racsitline 
cb iearecleeeeeeeneees 5.675 5675 5.675 0 to consume about 10% more zinc lan compara e units. According 
Steel, peated, CRicago, CW... . 0... cc rccsscccescess 5.30 5.30 5.30 0 to John L. Kimberley, executive vice president of the American Zinc Institute, 
ES ECT CEE .24 24 26 7.9 new full-sized models will average 80 lb. of zinc—compared to the 75 Ib. 
Secondary aluminum, #380 Ib.................++. 212 212 23 7.8 on 1961 models. A 5-lb. increase is also targeted for compacts with con- 
Copper, electrolytic, wire bars, refinery, Ib........... .306 306 296 3.4 35 II * ; 
Brass, yellow, (sheet) Ib..............0.ccceeeeeees .493 493 493 0 sumption up to 35 1b. per unit. 
astics—The average 1962 1 is expecte > 28 Ib. of plastics. 
ST ETT TEED 105 I 12 12.5 © Plastics—The average 1962 model is expected to use 28 Ib. of plastics 
Nickel, electrolytic, producers, Ib..................: 813 813 74 L 9.9 Assuming a 6.6-million car year, it means a total market of 182-million Ib. 
cs a's 56 bused so dado sew eee 1.231 1.209 1.033 119.2 if plastic 250, . » 26 . j F 135-milli lb. Biggest gai 
es ‘ Pr < 3. 2 astics—35% above 1961 consumption of 135-miullion Ib. Biggest gain 
Zinc, Prime West, E ; MENT scare thiciacgrabeclis Gale 115 5 3 = . ple 
ee eae ” si , ae will be racked up by polyethylene where consumption is expected to jump 
FUELS from 13-million lb. to over 30-million Ib. 
Fuel oil #6 or Bunker C, Gulf, bbl............. 2.20 2.20 2.30 - 43 : alae auecheaee are exmecté ise close 
; : ge GOS dled oe ere es as —Total % ake é ar xpected to rise close to 
Fuel oil #6 or Bunker C, N.Y., barge, bbl........... 2.62 2.62 2.62 0 © Aluminum—Total _— men ser cane ite -sgginaellie > a “ : 
Heavy fuel, PS 400, Los Angeles, rack, bbl.......... 2.10 2.10 2.05 2.4 30% next year—according to one informed industry source. Per car con- 
Lp-Gas, Propane, Okla., tank cars, gal. (incl. discount) 035 035 045 22.2 sumption is also slated for another gain—from 62.8 Ib. in 1961 to about 
Gasoline, 92 oct. reg., Chicago, tank car, gal......... A 11 126 12.7 the 65-lb. mark for the coming year. 
8 g g f 
Gasoline, 84 oct. reg., Los Angeles, rack, gal......... 108 08 05 2 > 
Kerosene, Gulf, Gu, o.. — - ere os be og oe Even steel will show a significant—though somewhat smaller—gain, The 
Heating oil #2, Chicago, bulk, gal................. 093 O88 095 2.1 expected boost in over-all car volume (over 1-million additional units are 
CHEMICALS predicted for 1962) will more than offset losses due to increased number of 
Ammonia, anhydros, refrigeration, tanks, ton........ 94.50 94.50) 94.50 ¢ compacts and losses to other materials. 
Benzene, petroleum, tanks, Houston, gal............. 31 31 34 8.8 ® e e 
panes ghd Hage Se, ee o sete eeees 4.80 1.80 1.80 0 INFLATION AND DEFICIES—White House expectation of a $6.9-bil- 
onut oil, inedible, crude, tanks, N.Y. Ib.......... , tiie . nae . 
Glycerine synthetic, tanks ‘ib. ‘ yr $4 io ys lion budget deficit for year ending June 30 isn’t expected to set off any big 
" 3 CCW ala hrs 6 elk oad ke ae'o es 662 2 243 93 7 2 . . 
Linseed oil, raw, in drums, carlots, Ib............... 188 188 en a2 inflationary wave. | | 
comes seiyeete, ~  Saee vee esenctnns 1S 175 185 18.9 Economists point out that government spending breeds inflation only when 
no oak amie kh” ete vieepeereeh Hy ig Uy 0 it results in too many dollars chasing too few goods. With U.S. firms still 
4 ’ . De. cede wae eee es hb aS bb 6 . 18 ? vy . he ly “? } ‘ - 7} j 
Rosin, W.G. grade, carlots, fob N.Y. cwt............ 13.15 13.15 18 os operating at only 81% of production capacity, there’s little danger of this 
NS ec MO, 5 kg 5.co-to recs bcc veccccéosces 31 3] 3] 0 occurring, say the experts. 
Soda ash, 58%, light, carlots, cwt................... 1.55 1.55 1.55 0 They cite experience in fiscal “59, when Uncle Sam spent $12.4-billion 
Sulfur, crude, bulk, long ton...................... 23.50 23.50 23.50 0 r . , er “low 
Sulfuric acid, 66° commercial, tanks, ton............ 22.35 37 35 3935 0 more than he took in. The fact that the economy was operating in the “low 
LS ea —rs fancy, tank cars, N.Y. Ib........... 056 O58 059 5.1 80's” enabled suppliers to keep price wises to less than 3%—despite the 
itanium dioxide, anatase, reg. carlots, Ib............ 255 255 255 0 fact that the deficit was largest in postwar history. 
— oe Consensus is that the price rise for fiscal 1962 will be much less (on the 
= paper, A grade, Eng finish, Untrimmed, carlots, ~— ves i ‘ order of 1% )—thanks to a combination of (1) a smaller deficit, (2) govern- 
ee Lee tes TCSP AEE CELT Ee eT Ck Tee Te ofc a | a) e- . . . . *4° . 
Bond paper, #1 sulfite, water marked, 20-Ib, 16-carton ment anti-inflationary pressure, and (3) still-growing foreign competition in 
heh Leet Kb hn raeund eer eho ene 25.20 25.20 25.20 0 key metal and maehinery lines. 
Chipboard, del. N.Y., carlots, ton.................. 100.00 =100.00 100.00 0 , * * * 
Wrapping paper, std. Kraft, basis wt. 50 Ib rolls...... 9.50 9.50 9.50 0 ; ; aes ‘ F 
Gummed sealing tape, #2, 60 Ib basis, 600 ft. bundle. . 6.30 6.30 6.30 0 THE FRINGE ON TOP—the trend toward higher and higher fringe costs 
continues unabated. 
BUILDING MATERIALS . ; , ails 
Cement, Portland, bulk carlots, fob New Orleans, bbl. . 3.65 3.65 3.65 0 New evidence comes from several sources: | 
oo lye saag wD gee — “+ ae § Ricesshess 4.20 4.20 4.20 0 @ Current labor contracts—In recently signed contracts with automakers, 
. ine, 2X4, 84s, trucKklots, + ie 5 . ee es oe i eae - 
Douglas fr. 2x4, s4s, carlots, fob Fond —- oye ty fey ry workers stand to get close to l¢ in additional fringe benefits for every 2¢ in 
ree. 2x4, sds, comets, fob Toronto, mftbm......... 82.00 82.00 82.00 0 direct wage increases. 
ir plywood, %” AD, 4x8, j . ae i ti 
ply 7 8, dealer, crid, fob mill, msf. . 60.00 60.00 68.00 11.8 © Medical cost study—According to a new National Industrial Conference 
TEXTILES Board survey, the average per-employee cost for medical care is up 10% 
> Hh Pat RE ot ee) oe eee ee 140 140 142 14 over the past 5 years. The survey covering 96 companies showed these firms 
eae eo 39° '80x80, NY. spot aaa iersseiaes sass = rad io 7 pay $17.5-million annually for these services, 
? ’ , . ” 9 PWreeeeeeseeencece . ° / ° - - . . 
a — iy fie i Senereoen .205 .205 22 6.8 @ Salary supplements—Latest government figures on supplements to wages 
otton Re oe F igh sie ee om ape: 
Wool tops, N.Y., Ib... _— ee et Ry ace 5? Py | and salaries (a category which includes selected fringes) show they now com- 
aoe cates , or aan : prise 8.3% of the wage and salary total. Three years ago the figure was only 
— tg A pera 7.2%. A decade ago it was only 542%. 
ides, cow, light native, packers, Chicago, Ib......... 8 215 155 140.6 : dial : alee , as hich as % of the 
Rubber, #1 std ribbed smoked sheets, N.Y., Ib....... .oo te 330 12.5 Some experts figure total fringe costs may now run as high as 25% of the 


(Price sources include: Coal Age, E&MJ Metal and Mineral M 


Platts Oilgram Price Service.) 


arkets, Engineering News-Record, 


payroll dollar. That would be considerably above the 22.8% calculation 
made by the U. 8. Chamber of Commerce for 1959. 
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Metal, Paper Scrap Prices Decline 


As U.S., Foreign Demand Tails Off 


New York—Paper and metal 
scrap prices took a beating last 
week with iron and steel scrap 


leading the downturn. 

The biggest ferrous scrap drop 
came in Chicago where the bell- 
wether No. | heavy melting grade 
fell $6 to $30/ton. This was the 
third cut in the past month, 
making a total reduction of $11 
from the 1961 high that pre 
vailed on Oct. |. But the current 
level is still some $4/ton above 
year-ago quotes. 

The No. | heavy melting grade 
also dropped $2/ton in Pitts- 
burgh and New York and $1 ton 
in Philadelphia. Other grades ol 
ferrous scrap were cut from $1 to 
$4/ton. 

The general price weakness 
was blamed on the slowdown of 
steel production since the auto 
strikes, and a dropoff in foreign 
purchases, especially Japan’s. 

Sagging foreign and domestic 
demand also weakened copper 


Price Briefs 


Pulp and paper — Buckeye 
Cellulose Corp. posted price in- 
creases of $13 per short ton for 
all cotton linter pulps and papers. 
The increase is necessitated by 
an increase in second-cut lint 
price. 


Ferrosilicon—All major pro- 
ducers are going to raise prices 
on 50% ferrosilicon by 1¢ per 
pound of contained silicon. Bet- 
ter demand and rising costs are 
behind the boost. 


Farm prices—Average prices 
received by farmers dropped 1% 
in October—on lower quotes for 
hogs, potatoes, and most fruit. 


Capacitors — General Electric 
is revising its published prices 
for power capacitor equipment. 
Most changes are down—to put 
tags in line with general market 
levels. 


Natural gas — The Federal 
Power Commission is cutting 
suggested ceiling prices in South- 
ern Louisiana fields by 2¢/thou- 
sand cu. ft. 


Grinding tools — Landis Tool 
Co. is increasing prices on its en- 
tire grinding tool line by 742%. 
Higher costs are behind the rise, 
says the company. 


Copper—Revere Copper and 
Brass is boosting the quantity 
discount basis for drawn copper 
rod and bar. In effect it means 
buyers of 2,000-5,000 Ib. quan- 
tities will no longer be eligible 
for the base price, but will now 
have to pay premiums (ranging 
from 2¢-4¢/Ib.). 


Styrene-base product — Mar- 
bon Chemical is reducing prices 
on acrylonitrile-butadiene-sty- 
rene by 10%-14%. Aim is to 
broaden the markct. 


Transistors—Sylvania Electric 
Products, Inc., is reducing quotes 
on more than SO types of tran- 
sistors by from 5% -40% The 
company attributes cuts to in 
creased production cflicicncy and 
automation. 
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prices last week. Smelter quotes 
for No..2 heavy copper and wire 
dropped to 25¢/lb.—down 4 ¢ 
from the previous week. 

In paper, scrap old corrugated 
boxes fell $2/ton in Chicago be- 
cause Of an increase in supply 


In New York, dealer price for 
No. | mixed paper remained at 
the $3-$10/ton — range The 


range had dropped from $5-$12 
ton the week before because mills 
had stocked up rapidly at the 
higher prices. 


This Week’s Scrap Prices 


Steel, #1 hv, divd Pitt, ton 
Steel, #1 hv, divd Clev, ton 
Steel, #1 hv, divd Chic, ton.............. 
Copper, #1 wire, dir buy, fob NY, lb.... 


Copper (hv) & wire mix, dir buy, fob NY, Ib. 


Brass, light, dir buy, fob NY, Ib ; 
Brass, hv yellow mix, dir buy, fob NY, Ib. . 
Alum (cast), mixed, dir buy, fob NY, Ib 


Alum (sheet), old clean, dir buy, fob NY, Ib. 


Zinc, old, dir buy, fob NY, ib : 

Lead, soft or hard, dir buy, fob NY, Ib 
Rubber, mix auto tires, dlvd Akron, ton 
Rubber, synth butyl tubes, East, divd, lb... 
Paper, old corrug box, dir, Chic, ton 
Paper, #1 mixed, dir, NY, ton 
Polyethylene, clear, dir, NY, lb 


Nov. Oct. 
1 25 
34.00 36.00 
35.00 35.00 
30.00 36.00 
235 235 
215 215 
12 12 
145 145 
09 09 
095 095 
03 03 
07 07 
11.00 11.00 
07 07 
18.00 20.00 
3.00 3.00 
04 04 


Year % Yrly 


Ago Change 
27.00 +259 
25.00 +440.0 
26.00 +15.4 
ma +119 
19 13.2 
10 20.0 
8 «422.9 
09 0 
085 {118 
04 25.0 
078 7 
11.00 0 
068 2.9 
18.00 0 
1.00 -{ 200.0 
10 60.0 


WHERE CAN YOU USE 
THIS SIMPLE FASTENER? 


ROLLPIN 


[= 
is the slotted tubular 
spring pin with chamfered ends 
that is cutting production and 
maintenance costs in every class 
of industry. Drives easily into stand- 
ard holes, compressing as driven. 
Spring action locks it in place—re- 
gardless of impact loading, stress 
reversals or severe vibration. 
ROLLPIN is readily removable and 
can be re-used in the same hole. 
Made in carbon steel, corrosion re- 
sistant steel and beryllium copper. 


tre res 


REPLACING A 
GROOVED PIN... 
here Rollipin serves as 
a stop pin. Its light 
}) weight and shear 
.. strength function per- 
fectly .. . cuts assem- 
bly costs. 


into 


2) 


Eight Selenium Producers 
Deny Rumors of Shortage 


New York—Eight U.S. and 
Canadian selenium producers 
have denied rumors of a continu- 
ing shortage in the product. They 
said production exceeded demand 
by 75,000 Ib. in the first six 
months of 1961 and that the 
surplus was being stockpiled. 

Selenium, recovered as a by- 
product of copper and lead retin- 
ing, is used in glass, steel, ex- 
plosives, rubber, and drugs. 

From 1958 through 1960 de- 
mand for selenium exceeded 
domestic production and had to 
be made up by imports. 


WHERE SHOULD YOU 


REPLACING A SET 
SCRE 


WwW... a short 


length Rolipin is self- 
retained in the handle 
of an automobile 
brake. Is readily driven 


over-drilled hole 


in shaft for easy 
removal. 


BE USING ROLLPINS ? 


Thousands of companies—from cigarette lighter 
makers to car manufacturers—have learned from 
experience that ROLLPINS not only cut production and 
assembly costs, but make good products even better! 
The 9 examples pictured below don’t even begin to 
indicate the range of application and usefulness of this 
simple, universal fastener. And naturally, they don’t 
begin to show the cost and production savings you can 
achieve with ROLLPINS. If you aren’t using 
ROLLPINS now, shouldn’t you be? Write for a 
generous sample assortment and complete 
information, Dept. R62-1119. 


REPLACING A 
HEADED PIN... in 
this hinge pin applica- 
tion, constant spring 
tension holds Rollpin 
firmly in place... 
eliminates loosening 
of hinge due to wear. 


REPLACING A_ RIVET 
SHAFT. . 
serves as an axle for 
the sparkwheel 
cigarette 
riveting or threading ® 
necessary. Faster 
assembly. 


- Rollpin 


of a 


lighter. No 


REPLACING A CLEVIS 
PIN 


. here Rollipin 


holds firmly in clevis, 
permits free action of 
moving member. 


REPLACING A HUB 
ON A GEAR... Rolipin, 
self-retained in shaft, 
is simply snapped in- 
to molded slot to 
position sintered 
gear. Rollpin’s shear 
strength is particularly 
valuable here. 


REPLACING A COTTER 
. » Rollpin 
sembly time is shorter, 
service life ten times 
longer. Vibration-proof 
flush fit. 
movable. 


PIN . 


as- 


pin 


Easily re- 


REPLACING TAPER 
PINS . . . Rollpin elim- 
- inates cost of taper 


reamers and the 


entire reaming opera- 
~ tion. Rolipin costs less 
than a taper pin and 
installation is cheaper. 


@ be used with a free 


REPLACING A BOLT 
AND NUT... Rolipins 
act as fasteners and 
pivots . . . may also 


fit in outer or inner 
members depending 
upon product design 
requirements. 


\)) ELASTIC STOP NUT CORPORATION OF AMERICA - 


2330 Vauxhall Road, Union, New Jersey 
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(Continued from page 1) 
1961 agenda. The auto talks 
were near completion last week, 
and the UAW, which began a 
strike at five Caterpillar plants 
last week, said that the dispute 
there has now been narrowed 
down to contract language and 
general working conditions. 

Caterpillar understood to 
have made wage and benefit pro- 
posals similar to those included 
in contracts between the UAW 
and General Motors Corp., In- 
iernational Harvester Co., and 
Deere & Co. These included an 
annual wage hike of 6¢/hr. or 
242%, whichever is greater, in 
each of the next three years; con- 
tinuation of cost-of-living adjust- 
ment formulas; company-paid 
hospitalization insurance; higher 
pensions, and improved supple- 
mental unemployment pay. 

But as the 1961 negotiations 
wound up, railroad workers were 
talking about a 25¢ /hr. pay boost 
and airline pilots began warning 
of a renewed drive for shorter 
flying time. 


IS 


Steel Trouble Looms 


On top of this, David J. Mc- 
Donald’s United Steelworkers 
and steel industry leaders are al- 
ready deeply involved in prelim- 
inary skirmishing leading to the 
next big round of negotiations— 
the industry-wide steel contract 


bargaining scheduled for mid- 
1962. 

The potential labor troubles, 
which for the most part were 


avoided this year, are threaten- 
ing as a number of touchy issues 
come up for 1962. 

For one, Kennedy Administra- 
tion pressure on industry and 
labor negotiations is coming to a 
head and will be felt first in steel. 
rhe smouldering labor problems 
in the transportation industry can 
no longer be delayed and seem 
certain to erupt into conflicts that 
will test the Administration’s ef- 
fectiveness to keep the air, truck- 
ing, and rail lanes open. 

Despite sporadic strikes in 
autos, at the nation’s missile 
bases, in construction, on the air- 
ways and elsewhere, 1961 is 
marked as a bargaining year in 
which nobody really got hurt and 
peace was achieved at a price 
that wasn’t too hard to pay. 

A Bureau of National Affairs 
survey places pay gains at the 
8.1¢ mark—more than a penny 
lower than 1960. Mostly, the 
drop was due to lower settle- 
ments in trucking, construction, 
and ‘textiles. Petroleum, aircraft. 
and apparel averaged out some- 
what higher. 

As far as the White House is 
concerned, the results fell within 


the Administration’s definition of 
“moderate” and not cnough to 
cause an upward pressure on the 
economy. But, at the same time, 
the 1961 bargaining picture did 
little to solve the issues coming 
up. 

As automation continues to 
eat into jobs, labor unions will 
raise pressures for job security. 
This is at the heart of the prob- 
lems facing railroad and airlines 
employees—along with other in- 
dustries—but the critical nature 
of transportation makes a solu- 
tion imperative in these indus- 
tries. 

For example, early next year 
a Presidential railroad commis- 
sion must come up with recom- 
mendations to settle the long- 
standing work rules dispute 
between the railroads and their 
300,000 employees who operate 
the trains. Another White House 
team must find the answer to the 
job fight between the airline 
pilots and flight engincers. 

In addition some 500,000 


nonoperating rail employces 
Starting a round of wage 
demands while the airline pilots 
prepare a broad assault on the 
$5-hours-a-month minimum fly- 
ing time now in their contracts 
The recent agreement between 


are 


new 


Southern Pacific Co. and the 
Order of Railroad Telegraphers 
may hold a hint of what could 


be in store in next year’s rail 
negotiations. The new contract 
ensures job stability by setting 
of 1,000. positions for 
telegraphers and providing that 
no more than 20 jobs, or 2% of 
the base figure, can be abolished 
in one year. 

Union spokesmen say most of 
this reduction would be = ac- 
counted for by members who die, 
retire, resign, get promoted or 
fired. In addition, since there are 
only 946 telegraphers employed 
on the Southern Pacific divisions 
covered by the contract, it will 
be several years before a signi- 
ficant number of jobs can be 
abolished 


a base 


Air Force to Give Defense Companies 
More Procurement Contract Leeway 


(Continued from page 1) 

ing of spare parts still are sore 
points with the Air Force. “Both 
are fields in which we have a 
long way to go—particularly that 
of subcontracting. Both are fields 
where you will see increasing 
pressure,” he told the Ordnance 
Assn. 

Another Air Force representa- 
tive, Col. D. W. Roberts, deputy 
director of systems service, also 
stressed that the Air Force will 
continue to keep close tabs on 
both prime and subcontractors. 

“We won't hesitate to suggest 
management changes when we 
feel changes are called for,” 
Roberts told P/W. “We have 
been tough about this in the past 
and we expect to get tougher as 
time goes by. Some contractors 
may think the Air Force is trying 
to run their business. They may 
think it unfair or unjust.” 

If a dispute over business 
policy should arise, the Air Force 
will try to reach an accord with 
the contractor through informal 
negotiation. But in the final anal- 
ysis, decisions, will rest with the 
Air Force, Roberts declared. 

In his formal address, Imirie 
outlined four areas in which the 
Air Force needs improved co- 
operation from contractors. They 
include: 

@ Over-design. There is some- 
times a tendency to “plush” things 
up, said Imirie. This has to be 


Weekly Production Records 


Steel ingot, thous tons 

Autos, units 

Trucks, units 

Crude runs, thous bbl, daily aver 
Distillate fuel oil, thous bbl 
Residual fuel oil, thous bbl 
Gasoline, thous bbl 


Petroleum refineries operating rate, % 


Container board, tons 
Boxboard, tons 

Paper operating rate, “% 
Lumber, thous of board ft 


Bituminous coal, daily aver thous tons 
Electric power, million kilowatt hours 
Eng const awards, mil $ Eng News-Rec 


Revised 


Latest Week Year 
Week Ago Ago 
2,057 2,042 1,545 
169,253 150,670* 156,345 
27,087 25,570 18,738 
8.146 8.365 7,934 
13,462 13.808 12,956 
5,612 5,718 5,717 
28.971 29,313 27,968 
$1.9 84.1 81.1 
187,427 192.870 164,477 
104,676 98,716 98,305 
91.7 95.1 94.5 
229,778 218.636 221,648 
1,424 1.475 1,451 
15,263 15,162 13,883 
527.0 417.2 373.4 


eliminated because the Air Force 
can't afford to buy any more than 
is absolutely necessary. 

® Reliability in delivery. Time 
is of the essence, since the speed 
in which a system becomes op- 


Logistics Group Meets 


Washington—The new Lo- 
gistics Management Institute, 
a top-level procurement ad- 
visory group for the Defense 
Dept., held organizational 
meetings here last week. 

J. Sterling Livingston, di- 
rector of Harbridge House and 
professor in the Harvard Uni- 
versity Graduate School of 
Business Administration, was 
reported in line for the job of 
staff director of the Institute. 

The Institute will study 
specific supply problems for 
the Defense Dept. in much the 
same manner as the Rand 
Corp. advises the Air Force. 


erational determines its military 
effectiveness. If it takes too long 
to produce, advances in tech- 
nology may make it obsolete be- 
fore it is delivered. 

@ Reliability in performance. 
Systems have to work when they 
are needed. “We want the same 
thing a housewife wants when she 
buys a dishwasher, and we intend 
to be just as fussy as she is when 
it comes to buying one,” said 
Imiric. 

@ Lower costs. “The Air Force 
is driven to costing in order to 
avoid pricing itself out of the 
ability to buy the new weapon 
systems required for defense,” he 
stated. 

Imirie said that in order to cut 
costs the Air Force intends to in- 
troduce as much competition as 
possible into procurement and to 
make greater use of incentive 
contracts. 

Imirie stressed 
contracts must be a_ two-way 
street; that the possibility of 
profit must imply the possibility 
of loss. “In commercial dealings, 
companies make a profit or suffer 
out-of-pocket losses, depending 


that incentive 


(on hardware performance and 
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Peace Settling on Labor Front, But Unrest Looms | Shipper Groups Urge ICC to Bar 


LTL Constant Charge Rate Plan 


(Continued from page 1) 
commodity. A number of weight 
breaks are provided in both the 
proposed tarifts 

Both trucking groups claim to 
be in dire need of additional rev- 
enue which the constant charge 
system would help to provide. 
Small shipment charges should be 
increased, they contend, because 
these shipments are the most ex- 
pensive to handle. 

They also defend the constant 
charge plan as a means of simpli- 
fying the computation of tariffs 
and casing other paper work, 
such as billing. 

At the first round of hearings 
on the ECMA proposal, shipper 
groups succeeded in forcing a de- 


lay after the presentation of initial | 


testimony. They announced plans 
to rebut the truckers’ claim of be- 
ing in desperate financial straits 
and asked for additional time to 
prepare their cross-examination. 
The examiner granted a delay 
until Nov. 9. 

Shippers claim the motor car- 
riers have painted a far too bleak 
picture of their financial condi- 
tion to justify the constant charge 
scheme. The charges would fall 
heaviest on low-rated traffic— 
with increases up to 68% —but 
rates on most other commodities 
would go up also. 

Shippers also object to the pro- 
posed junking of the freight clas- 


FPC Cuts Ceiling Price 
On Southern La. Gas 


Washington—The new leader- 
ship of the Federal Power Com- 
mission has followed up its sweet 
talk to the natural gas industry 
with some stringent action. The 
five-man agency rolled back its 
ceiling price for gas going on the 
market for the first time from 
southern Louisiana by 2¢/1,000 
cu. ft. The new maximums are 
about 19¢ where a state tax must 
be tacked on, and 19.5¢ in off- 
shore federal lands. 

Prices the agency has allowed 
for gas from the rich Louisiana 
fields in the past have been suc- 
cessfully attacked in federal 
courts as out of line. The agency 
has a proceeding underway to 
formally set the maximum price 
for the area, and gas producers 
had hoped the FPC would stick 
to its old ceiling as a guide until 
that’s finished. 


contract performance. In_ this 
vein, there is reason to expect 
some like risk in dealing with the 
Air Force,” he said. 

When the Air Force pays a 
company a 6% profit, it expects 
timely delivery of high perform- 
ance systems turned out by sound 


management and _ production 
methods, he continued. If the 
percentage is raised to 8% or 


9%, the Air Force expects “ex- 
traordinary performance.” Pro- 
posals for profit levels of up to 
15% will be considered, but only 
when the contractor’s perform- 
ance “far exceeds” predetermined 
standards, said Imirie. 

Emphasizing that the Air 
Force is “inviting” contractors to 
help it solve procurement prob- 
lems, Imirie concluded, “Don’t 
be hesitant if you have a new 
idea. Bring it to us, and if it is 
feasible, we will reduce it to con- 
tract terms.” 


sification principle and point out 
that whatever savings the truck- 
ers will realize in paper work 
from the constant charge scheme 
are not shared with their custom- 
ers. 


STATE P.A.’‘s ELECT: E. G. Mar- 
tin, state purchasing chief in La., 
is new head of National Assn. 


of State Purchasing Officials. 


Oversupply, Competition 
Force '2¢/lb. Slash 
In Price of Refined Lead 


(Continued from page |) 
American and London price also 
played a role in the decline. Lead 
tags in London last week were 
down to 734 ¢/lb.—a full 3%¢ 
lb. below the old domestic quote. 
Even when import duties are 
added to the London price, it 
means that lead can come into 
this country at about 912 ¢/Ib. 

Volumewise, this difference 
hasn't proved too important for 
refined lead imports, because of 
U.S. quota controls. But since 
such controls don’t exist on lead 
products, there has been a sharp 
import increase in this latter area 
in recent months. 

The new reduction in U.S. re- 
fined lead prices should now tend 
to make domestic lead products 
more competitive, for indications 
are that most domestic product 
tags are being reduced in line 
with the decline in refined lead. 

Lead oxides, for example, were 
down 42¢/lb.—the same amount 
as noted for the metal itself. 
These are the new prices in carlot 
quantities; 95% red lead, 13%4¢ 
lb.; litharge, 1234¢/lb.; orange 
mineral, 15%2¢/Ib. 

Sheet and pipe were generally 
down to 16¢/lb. And smelters of 
secondary lead dropped their 
buying price for scrap by 2¢/Ib. 


Seattle Workshops Set 


For Training of Buyers 


Seattle, Wash.—A _ purchasing 
workshop for training of buyers 
and newer purchasing agents will 
begin Nov. 7 at the University of 
Washington, under sponsorship 
of the Purchasing Agents’ Assn. 
of Washington. 

A two-hour session will be held 
each Tuesday evening for six suc- 
cessive weeks. Subjects to be dis- 
cussed will include basic concepts 
of procurement, organization, 
quality control, standardization, 
inventory, price, legal aspects, 
procedures and forms, capital 
equipment, surplus disposal, traf- 
fic, ethical considerations, and 
public relations. Enrollment is 
limited to 30 persons. 
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Here’s your source for better paper tubes... 


Developing low cost paper tubes to perform sat- 
isfactorily in unusual and difficult applications is 
how Sonoco research, production skills and ex- 
perience work to save you money. If a paper tube 
can be engineered to do the job and effect a 
savings—Sonoco can make it! 


For example, Sonoco can supply paper tubes 
which are resistant to moisture, oil, chemicals, 
heat and abrasion. The degree of crush, break 
and torque strength can be controlled to exact- 
ing specifications. They are made to customer 
requirements or to accepted standards. Whatever 


SONOCO 


your need, Sonoco is able to supply the right 
tube at a reasonable cost. 


Sonoco tubes are produced by spiral, parallel and 
convolute processes in any practical diameter, 
wall thickness and length. A wide range of 
surfaces and inside-outside wraps is available. 


The vast technical resources and convenient 
facilities of this organization are available to the 
imaginative paper tube buyer seeking to solve 
problems arising from cost, manufacturing, 
shipping or storage. Your inquiry is invited. 


“ precision paper products since 1899 
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There’s a Sonoco paper tube specialist nearby! 
Call or write for prompt 
attention to your needs. 


SONOCO PRODUCTS COMPANY, HARTSVILLE, SOUTH CAROLINA © Mystic,Conn. * Akron, Ind. * Ravenna, Ohio * Lowell, Mass. * Holyoke, Mass. © Phillipsburg, N. J. 
¢ Longview, Texas * Philadelphia, Pa. * La Puente, Calif. » Fremont, Calif. * Atlanta, Ga. * Richmond, Va. * MEXICO: Mexico, D. F. » CANADA: Brantford, Ont. « Granby, Quebec 


General Electric Makes 
Eddy-current-coupling Drives 


And they’re dependable drives. The complete line includes 
water-cooled and air-cooled eddy-current couplings. We 


call them KINATROL drives. Ratings are from 1 to 
150 horsepower, operating from standard a-c power. 


A General Electric A/WAJROL drive is not just another 
eddy-current coupling. For instance, in the water-cooled 
coupling, water control is packaged. You’ll see much less 
external piping. Furthermore, the coupling is protected from 
flooding—and the air gaps are dry, preventing corrosion. 


KINAJROL couplings are compact, field proven and 
dependable. General Electric has had a good deal of 


experience in the engineering, manufacturing, and 
application of packaged adjustable-speed drives. And we 
know how important service is to a customer. 


KINAJROL —2 good product, with the kind of service 
you can depend on. Please call your nearest General 


Electric Sales Office for further details. 


“Trademark of General Electric Company §21-07 


AIR COOLED, 7-1/2 to 100 HP WATER COOLED, 25 to 150 HP AIR COOLED, 1 to 5 HP 


DIRECT CURRENT MOTOR AND GENERATOR DEPARTMENT 


GENERAL @@ ELECTRIC 


ERIE, PENNSYLVANIA 


Of Visking Polyethylene Business 


Washington — The Federal 
Trade Commission has ordered 
Union Carbide Corp. to divest 
itself of the polyethylene film 
business it took over five years 
ago with the acquisition of the 
Visking Corp. 

But the FTC order allows 
carbide to hold on to a sizable 
chunk of the assets it bought 
from Visking—a $25-million-a- 
year business in synthetic sausage 
casings. In another important 
part of its order, the Commission 
reversed a ruling by its examiner 
and said Carbide could retain a 
polyethylene film plant it built in 
Cartersville, Ga., after the Visk- 
ing acquisition. 


Partial Victory 


[he Commission’s decision, 
written by chairman Paul Rand 
Dixon, is a partial victory for 
both sides. Significantly, though, 
it leaves Carbide a solid competi- 
tor in polyethylene film. The 4-1 
Commission decision can be 
appealed to the courts, but last 
week a Carbide spokesman said 
the company had not yet decided 
whether to appeal. 

Under terms of the order, Car- 
bide will have to sell polyethylene 
film plants in Fremont, Calif.; 
Flemington, N. J., and Terre 
Haute, Ind. Union Carbide will 
be allowed to retain sausage cas- 
ing facilities in Chicago and 
Loudon, Tenn., and the Carters- 
ville film plant. 

Carbide acquired Visking in 
1956 for about $91-million worth 
of stock. At the time of the 
acquisition Union Carbide was 
the nation’s largest producer 
of film-grade polyethylene resins 
and Visking was the largest con- 
sumer of these resins. 


Merger Begetting Mergers 


This acquisition, said Dixon, 
violated the Clayton Antitrust 
Act because it involved the largest 
supplier swallowing the largest 
customer of a product. “Mergers 
of this type, that is the acquisi- 
tion of customers, beget addi-| 
tional mergers,” Dixon said. “A| 
resin manufacturer faced with a| 
market over which its competi- 
tors are acquiring ever-increasing 
control is forced to protect its | 
position by acquiring for itself | 
control of a segmeni of the 
market, and the quickest route to 
such control is through acquisi- | 
tion.” At least four of Carbide’s | 
seven resin-producing competi- | 
tors have acquired film-making | 
companies as a protective meas- 
ure, Dixon said. 

“Without doubt the Union| 
Carbide-Visking combination is a | 
more formidable antagonist to the | 
small film extruders than Visking 
alone,” Dixon said. “The com- 
bination is effectively insulated 
from many of the factors which 
restrain its extruder competitors | 
and has the power to drive them} 
to the wall.” | 


Stresses Early Action | 


Dixon stressed that, “While 
monopolies are to be abhorred 
wherever they appear, it is of 
particular importance that they 
be arrested in an infant industry 
which appears destined for far 
greater expansion and growth in| 
the years to come.” | 

In his opinion the FTC head | 
strayed from the Carbide-Visking | 
case and philosophized on some | 
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broader aspects of the antitrust 
law. He suggested a new ap- 
proach for determining a “line of 
commerce”—a distinctive prod- 
uct line which must be proven in 
a Clayton Act antimerger case. 
And he wondered if in some cir- 
cumstances the mere acquisition 
of a company like Visking—with 
$38-million assets—by a com- 
pany like Carbide—with $1.5- 
billion assets—might in itself be 
a violation of existing antitrust 
legislation. 


COLUMBIA-HALLOWELL Division 


Washington — The Defense 
Dept. is making another change 
in the armed services procure- 
ment regulations in an effort to 
broaden competition for defense 
orders and to reduce sole sources 
of supply. 

The new change applies to the 
rules that spell out when con- 
tracting officers may buy through 
negotiated procurement rather 
than advertised bidding. 

Present regulations set forth 
15 circumstances in which con- 
tracting officers can negotiate 


with sole sources. 


One case is “when it is impos- 
sible to draft, for a solicitation of 
bids, adequate specifications or 
any other adequately detailed 
description of the required sup- 
plies or services.” 

Up to now, contracting officers 
in the field have been able to use 
this specific authority on orders 
up to $50,000 in value. On larger 
contracts, the action had to be 
approved by higher headquarters. 
The new change limits the dis- 
cretionary authority of contract- 
ing officers to $10,000. 

Another case in which con- 


UNIT WORK 


delivery. Mail coupon 


Jenkintown 85, Pa. 


COLUMBIA-HALLOWELL Division SPS 


Please send me the Hallowell Full Line Catalog. 


FTC Orders Carbide to Dispose | Pentagon to Step Up Competition for Contracts 


tracting officers can negotiate 
with sole sources is “when the 
contemplated procurement is for 
parts or components being pro- 
cured as replacement parts im 
support of equipment specially 
designed by the manufacturer, 
where data available is not ade- 
quate to assure that the part or 
component will perform the same 
function in the equipment as the 
part it is to replace.” 

Up to now, there has been no 
limit on the value of contracts 
that can be placed under this 
authority. 


HALLOWELL 


BENCHES 


more efficient—for every job 


MODEL 640 


HALLOWELL Unit Work Benches, with inter- 
changeable accessories, allow you to rearrange 
or add units for changing work requirements. 
Work flows smoother . . . 

when you equip with rugged, long-life 
Hallowell Benches. Widest selection of sizes and 
accessories in the industry. Order from your 
local distributor’s stock. No long wait for 


your shop stays neater 


for complete catalog. 
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Washington Perspective 


ess foreign crude oil will be imported to U.S. refiners next 
| Pn Interior Secy. Stewart Udall is recommending to the 
President and the Cabinet that the Oil Imports Administration 
should reduce crude imports under the mandatory control pro- 
gram from the current 900,000 bbl./day. 

But Interior’s plan—if the White House approves—is to cut 
crude imports by 50,000 to 75,000 bbl./day on Jan. 1, almost 
entirely to refiners east of the Rockies. Domestic producers had 
sought a decrease of 200,000 bbl./day. 

The Defense Dept., meanwhile, has added to indications that 
controls on residual fuel oil (heavy industrial fuel used chiefly 
on the East Coast) will be eliminated. The Defense Dept. has 
told the new Office of Emergency Planning that it can see no 
military justification for the controls. The planning office is con- 


Specify SYNFLEX 
Plastic Tubing 


Vel CLEAR VINYL 

Glass-clear non-toxic odorless 
and tasteless flexible yet tougt 
easy to clean or steam sterilize 


a 9° never kinks. Sizes . thru % IDin 


increments, all with Ye wall 


Pel POLYETHYLENE 

Precision extruded to closest tolerances high 
molecular weight . Virgin resin free from impu- 
rities or imperfections. Natural and 7 fade resis 
tant colors. Sizes: % OD with .040 wall, % and 2 
OD with .062 wall 


N e 3 NYLON HYDRAULIC -PNEUMATIC 


Ideal pressure tubing made from precision ex- 
truded nylon strong and flexible superior fa- 
tigue, Corrosion and abrasion resistance installs 
fast. Sizes: 4% thru % in various wall thicknesses 


SYNFLEX 
'S Sennsat thane & Co. 


Mantua, O 
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Users report AMPCO-WELD* Seam-Welding Wheels 


running up to 114 times longer than ordinary 
wheels. Made of durable Ampco alloys, Ampco 
Weld wheels have (1) unusual hardness and reten- 
tion of toughness at elevated temperatures; (2) 
exceptional resistance to wear; (3) extra durabil 
ity; (4) high electrical conductivity. Your Ampco 
Weld distributor can supply rough forged blanks 
from stock — and can give early delivery on wheels 


machined to your specifications 


Write for catalog, price list, 
and name of your distributor. 


AMPCO METAL, INC. 
Department 424-K, MILWAUKEE 1, WISCONSIN 
WEST COAST Div Huntington Park, Calif 
SOUTHWEST DiV.: Gariand (Dalias County), Texas 
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ducting a study to determine 
whether residual fuel controls are 
needed any longer. 


Defense Secy. Robert McNa- 
mara is considering a plan to 
merge the Army’s technical serv- 
ices into a new logistics com- 
mand, Involved would be such 
Services as the Quartermaster 
Corps, the Signal Corps and Ord- 
nance. This would be still an- 
other step in the Kennedy Ad- 
ministration’s drive to centralize 
control over the multi-billion 
dollar military procurement pro- 
gram. 

McNamara already has set up 
a Defense Supply Agency to buy 
all common-use, commercial- 
type goods and services for the 
military. But each of the serv- 
ices continues to buy major hard- 
ware items. In the Air Force, 
procurement of arms and equip- 
ment has been consolidated un- 
der a new systems command. 

The proposed organization 
overhaul of the Army’s supply 
program would place that serv- 
ice under an operation similar 
to the Air Force’s. The contract- 
ing functions of the Quartermas- 
ter, Signal Corps, Engineers, 
Ordnance, Medical Corps, and 
Chemical Corps would be trim- 
med, with the various branches 
limited to training troops. 


The Kennedy Administration 
has decided not to use the extra 
$780-million Congress approp- 
riated for the Air Force. The 
money was earmarked for about 
45 additional B-52 bombers, to 
speed development of the B-70 
bomber and to step up develop- 
ment of the Dyna-Soar manned 
space glider test vehicle. 

Kennedy also gave other evi- 
dences in his budget review last 
week of an economy drive in the 
Administration. He told Cabinet 
officers to hold down unnecessary 
spending, both during the current 
fiscal year and in planning for 
the fiscal 1963 budget. Here are 
some specific ways he hopes to 
save relatively small amounts of 
money: 


@ AEC will save $16-million 
through modifications in uranium 
procurement contracts. 

@ NASA will save an estimated 
$3.4-million through improved 
supply management procedures. 


@ Defense has launched a pro- 
gram to reclaim spare parts from 
scrapped aircraft, with savings 
estimated at $100-million a year. 
Changes in defense requisition- 
ing and invoicing methods will 
save $25-million annually. De- 
activation of defense storage 
space will save $26.8-million a 
year. 


@The new Defense Supply 
Agency, to manage, procure, and 
distribute common supplies and 
services, will cut inventories 
about $2-billion over several 
years. 

eee 


The military plans to up the 
status of its own laboratories. It 
will give them more direct au- 
thority over research and devel- 
opment projects and, in so doing, 
| will boost pay scales for scientists 
|and engineers on Defense Dept. 
payrolls. Management of the 
laboratories will be streamlined 
to limit the authority of non-sci- 
entific administrators. The Penta- 
gon is studying the establishment 
of guide lines to clarify the role 
of the laboratories. 
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New B&D Sabre Saw 
cuts through all 
material in less time 
...With spunk to spare 


2” pipe conduit in 28 seconds 


Wood and metal turn to butter faster 
... With the new B&D power-packed 
Sabre Saw. Tests prove it cuts 
through 2x8 dressed fir, 4-inch angle 
iron and 2-inch pipe conduit all in 
less than a minute... almost twice 
as fast as any saw its size! Greater 
power, new long-stroke action (cut- 
ting surface is over 1”) make the dif- 
ference, put more teeth into every 
job (assure less blade wear). 


Wider range of blades, too... 
for all-purpose performance 


Choosé from a complete new line of 
Sabre Saw blades—double-edged for 
pockets and scrolls, single-edged for 
any job. They fit all other leading 
saws, too... make them cut faster. 
Buy the new B&D Sabre Saw with 
five all-purpose blades at leading 
distributors everywhere. 


Black s Decker: 


CUTS MAN-HOURS TO MINUTES 


THE Brack & DECKER Mere. Co. 
Towson 4, Maryland 3511 
(In Canada: Brockville, Ont.) 


O Please arrange a demonstration of 
B&D Sabre Saw. 


0 Please send additional information 
on B&D Sabre Saw. 


N&O. .--22ccccccccccscceess Title.........- 
Company. .--..----220------22eeeee eee eennse 
Address .-.-------cccccee-- one eee ennneeeeee: 
City.....-----2------- Zone. ----State------ 
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New B&D Sabre Saw with longer cut 
goes through wood, metal, plaster 


It stops at nothing! The new Black & Decker 
Sabre Saw power-cuts clean through wood and 
plaster, metal pipe and sheet ... all as easy as 
you please with exclusive long-stroke action. 
Unique rock ‘n’ lock shoe design makes your 
work easier yet. Blade spindle turns 90° and 
180° to cut in any corner, cut out any pocket. 
You grip right behind the safeguard blade guide 


Safeguard blade guide allows grip close to cut for up-front control. Offset- 
design permits easy 90° cuts into corners and flush cuts to any surface. 


for up-front control. You'll find the Sabre Saw’s 
vibration is the lowest ever. . . its balance per- 
fect for the most accurate cutting. Just try the 
new B&D Sabre Saw one time . . . and you’ll 
see how it could cut a building in two, any time. 
For sales and service, look in the {| toots 
Yellow Pages of the telephone book under gas 


Black « Decker: 


CUTS MAN-HOURS TO MINUTES 


Adjustable blade spindle for right, Long-stroke action provides a cleaner 
left, backward or forward cuts. cut, faster work and longer blade life. 
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| Management—Prof. Development 


The Second Chart 


The man who understands the informal organiza- 
tion of his company as well as he knows the formal 
organization chart can make this knowledge pay off. 
[he informal organization, which is tied together by the 
familiar grapevine, exists because people feel the need for 


For Your Business Dictionary 


Some companies have found that misinformed salesmen 
have been making enemies of P.A.’s by using the purchasing 
lexicon incorrectly. This irritates the P.A., and blocks a pos- 
sible sale. Here are a couple of definitions prepared by one 
firm so their salesmen know how to discuss value analysis 


jb ica SENIOR EDITOR 


and materials management properly: social and emotional satisfactions. It exists because people | Gerald M. Walker......... SENIOR EpIToR 
Value Analysis—A cost reduction technique us- are “attracted to other people by common interests, shared | James A. Folsom, Domenica Mortati 
ing a systematic schedule to determine the function attitudes and the need to be accepted by the group.” So states | Hiren ges all oe ae i 
of a product, component, material, or service—then Keith Davis in an article for Supervisory Management maga- |M. O'Neill organ, Milton O'Neal, Judith 
develop the lowest cost method of accomplishing zine called “The Organization That’s Not On The Chart.” Steins 
that function without losing quality, reliability, or The informal organization unlike the organiza- poy) ee CHIEF 


tion chart is not so obvious, nor are its lines of 
authority and communication easy to discern, he 
states. It is less permanent; its leaders and patterns 
of action change frequently; it lacks official stand- 
ing, and, therefore, is free of responsibility; it exerts 
social pressure on its members and it communicates 
through the grapevine. 
Common sense and everyday observance reveal that it is 
impossible to do away with the grapevine. Therefore, Davis 
says, how do you influence it the right way? Here are some 


performance. 
Materials Management—A way of organizing a 
company to place the flow of materials throughout 
the plant in the hands of one man, the materials 
manager. He is responsible for the inspection, pur- 
chasing, receiving, inventory, materials handling, 
and traffic functions. 
In many cases, the purchasing man becomes the materials 
manager by virtue of his knowledge of materials, inventory, 
transportation, etc. But in many others he reports to the ma- 
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erations Research), Joseph W. Nicholson 
(Governmental Purchasing), John M. 
Owen, Jr. (Strategy Games, Purchasing 
| Theory), Arthur G. Pearson (Professional 
Development), Sydney Prerau (Law, Taxes) 


| McGraw-Hill News Bureau: 


terials manager rather than to the plant manager. Under the suggestions Davis puts forth to make the grapevine produce |John Wilhelm................. DIRECTOR 
materials manager, the purchasing agent still does all the buy- _for you: | Margaret Ralston. ...... MANAGING EDITOR 
ing. The materials manager is a coordinator, not a buyer. @ Prevent false rumors by supplying employees | Washington: 

with all the information they should have. George B. Bryant, Jr... .occcccces CHIEF 


| Alan Adams, Glen Bayless, Herbert Ches- 
| hire, Donald O. Loomis, Arthur Moore, 
| M. Reichek, H. Vandernoot, Peter Weaver 
| Bureau Offices: 

| Billy E. Barnes, Atlanta; Donald Winston, 


@Get the facts fast to the key communicators 
on the grapevine—secretaries, switchboard opera- 
tors, etc. 

@ If a rumor gets started, deal with it as soon as 


The Toughest Years 


The first two years are the most crucial for small 


business, according to a study made by Brown Uni- possible. tak nak been ee ee | 
versity for the Small Business Administration. ®@ Look for the reason behind the rumor, to get Detroit; Kemp Anderson, Los Angeles; y 
Of the 81 retail and service trade concerns surveyed in the clues to employees’ gripes and misconceptions. | Jenness Keene, San Francisco; Ray Bloom- 


: ; berg, Seattle; P ; 
Providence, R. I., area, 41 closed down for financial or per- | Shinn, open oly of Nett B -woe wl can 


sonal reasons within 24 months after starting out. h— ct Eaimenie, Milan; Stewart W. 
‘ “ —- i amsey, Moscow; Robert E. Farrell, Paris; 
According to this report, the majority went into | Leslie Warren, Rio Se Janeiro; Richard 
business for three reasons: Halloran, Tokyo 
1. To make a living through self-employment. McGraw-Hill Economics Staff: 
2. To escape from unemployment, actual or ex- Douglas Greenwald............ MANAGER 
pected eta —. 
. ; ; , exter M. Keezer, Ec ic Advi 
3. To build up a business either as supplementary : = peep — 
income or as a nest egg for the future. Soman 30 Se Publisher: 
Only a small number of the failures, the study concludes, oe ? 
were really hoping to pile up big profits and expand. 


Find the Number 


Finding the right place to get facts and statistics is a job in 
itself. Now, a Census Bureau publication, called Industrial 
Statistics; Guide and Finder Catalog, can help show the way. 
The pamphlet, which is available for 50¢ from the Bureau of 
Census, Washington 25, D. C., has industry and commodity 
lists, contents of manufacturers’ publications, and special 
tabulations on a cost basis to aid in solving marketing prob- 
lems. 
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Boston and Maine Railroad, and during 
the war served with U. S. Military 
Railroad Service. 

e@P.A. for the J. W. Clement Co. 
(Buffalo, N. Y.), Joseph J. Mueller, 
was presented the “Craftsman of the 
Month” award of the Buffalo Club of 
Printing House Craftsmen at a recent 
meeting in Buffalo. 

Mueller has been P.A. for Clement 
(printing firm) for the past 16 years 
and is a past president of the Club. 


sion, which he helped form two years 
ago to serve Episcopalians in the com- 
munity. Previously the congregation 
had to commute to Lima, 30 miles 
away, for church services. 

Dunn and three other members of 
the local mission were appointed as 
licensed lay readers, a provision that 
permits lay members to perform many 
ministerial functions in church com- 
munities where no priest is available. 
It also compensates for a shortage of 


unday mornings often transforms 
Paul Dunn (above) from P.A. to 
minister in a small church above a 


grocery store in Van Wert, Ohio. 
During the week, Dunn is the newly 
appointed P.A. of Aeroquip Corp.’s 
Industrial Div. plant in Van Wert, 
(population 12,000). But on Sundays 
Dunn frequently can be found attend- 


trained clergymen. 

The mission in Van Wert, now in- 
cludes 10 families, with a total of 32 
members. Dunn’s own contribution to 
this membership includes his wife, 
Anne, and three sons: Paul, Jr., David, 
and Tom. 


More newsworthy notes on P.A.’s: 

®@ Kenneth W. Phillips, P.A. of the 
Maine Central Railroad and Portland 
Terminal Co. (Maine), has been in- 
stalled as the 72nd president of the 
New England Railroad Club. 

An active member of the Maine 
P.A.’s Assn., he is a veteran of 25 years 
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@ Isadore (Beb) Finkel, Vice Presi- 
dent in Charge of Government and 
Military Contracts for JFD Electronics 
Corp. (Brooklyn, N. Y.), was recently 
honored by friends in the electronic 
industry for his long career as philan- 
thropist at the annual dinner for the 
United Jewish Appeal of the Purchas- 
ing Agents division of the Radio, Tele- 
vision, and Electronics Industries. 

A leader in the division’s UJA activ- 
ities ever since its inception more 
than two decades ago, Finkel is a 
charter member of the Jewish Educa- 
tional Schools and has been instru- 
mental in the establishment of a cul- 
tural center and children’s home in 
Israel. 


Traendly; Senior Vice Presidents; John R. Callaham, 
Vice President and Editorial Director; Joseph H. 
Allen, Vice President and Director of Advertising 
Sales; A. R. Venezian, Vice President and Circula- 
tion Coordinator; Daniel F, Crowley, Vice President 
and Controller. 
OFFICERS OF THE CORPORATION: Donald C. 
McGraw, President; Hugh J. Kelly, Harry L. Waddell, 
Executive Vice President; L. Keith Goodrich, Execu- 
tive Vice President & Treasurer; John J. Cooke, 
Vice President & Secretary. 

UNCONDITIONAL GUARANTEE—The publisher, upon 
written request, agrees to refund that part of the 
subscripfon price applying to the remaining un- 
filled portion of the subscription if editorial service 
| is unsatisfactory, if the subscriber is no longer in 
the field served by the publication, or for any other 
reason. 


|| SUBSCRIPTIONS: Send subscription correspondence 
|} and change of address to Fulfillment Manager, 
|] Purchasing Week, 330 West 42nd St., New York 

N. Y. Change of address should be sent 
promptly, giving old as well as new address and 
including postal zone, number, if any. If pos- 
sible enclose an address label from a recent 
|] issue of the publication. Please allow one month 
for change to become effective. 


November 6, 1961 


Follow-Up: 
Letters & Comment 


Price Index 


Purchasing Week Asks | 
| 


Would you prefer receiving quotations and 
invoices showing multipliers in place of | 
discounts, particularly chain discounts? 


B. T. Horsfield, Jr., plant purchasing agent, 
Alloys Plant, Reynolds Metals Co., Sheffield, Ala.: 


Products Index, U. S. Dept. of Labor's 
monthly publication, ‘‘Wholesale Prices 
& Price Indexes.” 

These indexes are generally a month 
or two old by the time they come out. 
However, you could compare the prices 
you had paid for these chemicals in pre- 
vious months to indexes corresponding to 
those months, and thus obtain the factors 
needed to make a current index. 


Duluth, Mina. 

Is there an industry wide commodity | 
index which records price changes of| 
anhydrous ammonia and liquid chlorine? | 

Your publication now shows a weekly | 
figure for anhydrous ammonia under the 
chemicals section of “This Week’s Com-| 
modity Prices.” 

[ find these tabulations are always a} 
convenient way to note price changes, | 
and from the information you supply feel | 
you might be able to assist me in finding | 
recognized price authority for the items 
mentioned. | 


“We feel very strongly in favor of multipliers 
in place of all discounts, and more particularly 
chain discounts, because of the obvious savings 
in time in each company department having to 
handle the figures (such as purchasing, accounting, 
stores, etc.). The multiplier method still gives 
opportunity for proper check to make sure the 


To Our Readers 
This is your column. Write on any 


discount offered is in the right amount against the 
correct list for the particular level of buying. Time 
saved is of value whether it is on high-cost require- 
ment or by high-cost clerical help.” 


N. W. Berg, purchasing agent, General Filter 
Co. (water process equipment), Ames, Iowa: 


“It has become a common practice among some 


counts on invoices. I feel this practice would be 
very satisfactory if followed uniformly through- 
out. In other words, indicate a multiplier on the 
quote, invoice, and purchase order. If the multi- 
plier were used uniformly throughout, it would 
not be necessary to figure the multipliers each time 


multipliers would be time saving for both pur- 
chasing and accounting.” 


W. L. Jobe, purchasing agent, Librascope Div., 
General Precision, Inc., Burbank, Calif.: 


of our suppliers to use multipliers in place of dis- | 


a discount on an invoice is compared. Use of | 


| “The alert purchasing man is always happy to | 
obtain the optimum discount opportunities offered 
, . in his purchase order placements. However, the | 


ing. The multipliers and chain discounts are as 
easy to ‘spew’ out as often and as varied as the 


ers without access to desk calculators are not so 
fortunate and must manually figure the discounts. 
The chance for errors would naturally increase. 
For this reason, I favor term discounts.” 


Charles Douglas, assistant purchasing agent, 
Magnavox Co., Fort Wayne, Ind.: 


‘My answer is a very definite yes. Time is con- 
stantly working against the purchasing agent or 


apply to other purchases, if he figures his net cost 
using a multiplier instead of the chain discounts. 
This would also reduce the possibility of error by 
the person purchasing the material.” 


G. W. Beeman, director of purchases, Common- 
wealth Edison Co., Chicago: 


“There would be a definite advantage in re- 
ceiving quotations and invoices showing multi- 
pliers, especially insofar as the checking of 
invoices in our accounting area is concerned. 
However, why not go all the way and have only 
the net prices quoted and billed? The exception 
to the latter, of course, would be catalog items 


handled by mill supply concerns where multiplier 
lists, instead of discount lists, could be used to the 
greatest advantage.” 


PURCHASING WEEK Asks 


Suggest a Question to: 330 West 42 St. 
New York 36, N.Y. 
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latest type of billing machines are used in invoic- | 


buyer. It would give him a few minutes more to | 


capabilities of the machine affords. However, buy- | 


such as pipe fittings, wiring supplies, and items | 


H. A. Krause 


Assistant Purchasing Agent 


City of Duluth 


@ Commodity price indexes for both 
anhydrous ammonia and chlorine are 
published under the Chemicals & Allied 


| 


| 
| 


subject you think will interest pur- 
chasing executives. While your letters 
should be signed, if you prefer we'll 
publish them anonymously. 

Send your letters to: “Follow-Up,” 
Purchasing Week, 330 West 42nd St., 
New York 36, N. Y. 


Hints on 
fluorescent starter 
selection 


Where abnormally 
high temperatures 
or voltage drops exist- 
G-E FS-85NA or FS-4NA 
STARTERS ARE BEST 


The automatic reset feature of these 
General Electric starters makes 
them ideal for use where unusual 
conditions of heat, or drops in line 
voltage, frequently cause accidental 
lock-out of fluorescent lamps. 

They permit easy restarting of 
good lamps, while preventing blink- 
ing of burned-out lamps. Get G-E 
FS-85NA (two-terminal) or FS- 
85NA-4 (four-terminal) for 100W 
and 90W lamps — G-E FS-4NA, for 
40W lamps. 

Ask your G-E distributor 
latest “G-E Starter 
Selection Chart and 
Maintenance Guide 
for Fluorescent 
Lighting” (reprinted 
3 times!). General 
Electric Company, 
Wiring Device Dept., 
Providence 7, R. I. 


for 


GENERAL @@ ELECTRIC 
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SEND FOR THIS NEW 


FREE FOLDER 
OF SAMPLE 


CHARTS 


Send for this free folder of GC circular, 
strip, rectangular and “special” record- 
ing chart samples. It'll help you com- 
pare for accuracy, check for quality. 
And remember these seven reasons why 
GC can supply all your recording chart 
needs best: 


1. ONE SOURCE OF SUPPLY simplifies or- 
dering by centralizing all of it with one 
dependable supplier. 

2. SIMPLIFIED INVENTORY, through peri- 
odic, automatic shipment from GC, keeps 
your stock room free. 

3. CONSISTENT HIGH QUALITY, guaranteed 
by GC’s unfaltering quality control, 
means perfect job results every time. 
4. LOWER COST, through the modern pro- 
duction methods of the world’s largest 
chart manufacturer and supplier, means 
big savings to you. 

5. PERSONALIZED SERVICE, through GC 
representatives who are ready to furnish 
you with sample charts at no obligation, 
takes the guesswork out of buying charts. 
6. SPECIAL CHARTS, special grid designs 
or special papers to handle any special 
requirements you may have...are rou- 
tine to GC. 

7. BLUE CHIP ACCEPTANCE by the coun- 
try’s leading refiners, chemical plants, 
utilities, steel plants and others, means 
you're buying proven quality with GC. 
Clip the coupon and send for your folder of 
GC chart samples now. 


G RECORDING 
@ CHARTS 


—=—=—=— Use This Coupon —-—-—-—-~| 
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Technical Recording Chart Division 
GRAPHIC CONTROLS CORP. 
189 Van Rensselaer St., Dept. PW 
Buffalo 10, New York 

Please send me the Free GC Recording Chart 


sample folder with information to help me check 
chart quality. 
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CENTER FOR RESEARCH: New $10-million Monsanto facility at Creve 
Coeur marks new emphasis by firm on research in ‘life sciences.’ Six 
center buildings are linked by tunnels and bridges to general offices. 
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Frankly, we didn’t set out to design an ideal 
fleet car. But look what happened. 

We engineered dead weight out of the 1962 
Dodge Dart. Gone is useless sheet metal, ex- 
cess overhang and chrome. What’s left is a 
hard, lean, working machine. This full-size, 
low price Dodge will accelerate seven percent 
faster than last year’s comparable model, 
boost gas mileage by five percent. And that’s 
a conservative estimate. 

Considering compacts? Then consider the 
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EVERY POUND WORKS, EVERY POUND SAVES. 


Monsanto Pointing Research at New Horizons 


St. Louis—Monsanto Chem- 
ical Co. has opened a new re- 
search center which will carry 
their investigations far beyond 
the inorganic and petro-chemical 
fields normally associated with 
the firm. 

The company feels that basic 
research in the “life sciences” 
will produce new products in the 
organic chemical field, opening 
up markets for drugs, amino 


acids, and other vital regulators 
of animal and plant chemistry. 
Monsanto is also working on a 
plastics, 


new range of films, 


foams, and lubricants, it was an- 
nounced. 

These developments were dis- 
closed when Monsanto opened; 
its $10-million research center in| 
suburban Creve Coeur, a six- 
building complex in a corner of 
the firm’s 292-acre, campus-like 
headquarters. 


Products of Tomorrow 


Monsanto officials also drew| 
back the curtain on some pre- 
viously top-secret research and 
development operations in their 
more familiar fields. Among the 


products of tomorrow on which 
the firm is working are: 


e@“Lustran,” a new plastic 
with unusual properties of heat 
resistance, rigidity, durability, and 
processability which can be used 
for automobile paneling, refrig- 
erator interiors, safety helmets, 
etc. It is slated to go into pro- 
duction early next year. 


@“Phosgrad,” a foamed-in- 
place, flame-retardant urethane 
product with a wide variety of 
insulation uses. 


e “Di-ammonium phosphate,” 
a chemical compound that “lit- 
erally stops forest fires in their 
tracks,” but unlike borate com- 
pounds will not injure the soil. 
The product is water soluable and 
actually serves as a fertilizer. 


@A new detergent that can 
be reduced by the bacteria used 
in sewage-treatment plants and 
found naturally in rivers and 
streams, thus ending current com- 
plaints of sudsy drinking water. 


@Lubricants that will con- 
tinue to function at 700 to 800 
F. 


Monsanto biochemists are on 
the frontiers of knowledge about 
the life process itself. Their proj- 
ects include synthesis of drugs 
to increase human toleration to 
radiation, studies of plant path- 
ology to find chemical controls 
for plant viruses, and research 
into the aging process in chicks 
and mice. 

Some of the results are start- 
ling. For instance, Monsanto 
scientists have been able to post- 
pone the aging process in chicks 
and mice by making changes in 
the amino acid balance of their 


diets. This study, sponsored by 


performance-proved, compact Dodge Lancer. 
It saves like a compact. It hustles, handles 
and holds up like a big one. 

Every Dodge—the full-size Dart or compact 
Lancer—has a rustproofed body. A level 
Torsion-Aire ride. A high-speed starter that 
puts less drag on the battery. Both go 32,000 
miles between grease jobs. Dodge depend- 
ability keeps maintenance down, resale up. 


Prestige comes with the 


low vrice. That’s 


Dodge for ’62—the year’s best buy in fleets. 
THE NEW LEAN BREED OF DODGE MEANS BUSINESS 


COMPACT DODGE 
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the National Health Institute may 
have vast implications for aging 
in the human body. 

Officials said the new center 
will be devoted to basic research 
which overlaps the firm’s divi- 
sions. Dr. C. A. Hochwalt, vice 
president of research, engineering 
and development, estimated that 
about 36% of the company’s 
total research effort will be han- 
died at the new center. In addi- 
tion, the company and its subsid- 
iaries will continue research 
operations at 22 other facilities. 


Chicago P.A.'s Organize 
Metals Marketing Group 
To Keep Tab on Trends 


Chicago — The Purchasing 
Agents Assn. of Chicago has 
formed a metals market commit- 
tee to inform members of market 
trends. The four-member com- 
mittee is headed by Joseph R. 
Vogan, American Brake Shoe 
Co; P.A. 

Vogan said the committee will 
keep members advised of things 
that are happening in the metals 
markets. Starting out, we'll prob- 
ably be slanting heavily toward 
the steel market. 

“We'll get the information pri- 
marily from ourselves and our 
departments. We also hope to 
talk with major Chicago-area 
producers at least once a month,” 
Vogan said. 

The information obtained will 
be presented orally at the Chi- 
cago association’s monthly meet- 
ings and disseminated in mimeo- 
graphed bulletins. 
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New Plants, Expansions 


Flintkote Gypsum Plant 


New York—Flintkote Co., 
producer of building materials 
and other products for home and 
industry, plans to construct a 
gypsum-processing plant at the 
site of the former Camden Coke 
Co., Camden, N. J. Completion 
is expected by October, 1962. 


the site of a $4-million vinyl 
acetate plant. Construction of 
the new facility will begin this 
year, with operations expected 
to begin in late 1962. National 
supplies vinyl acetate polymer 
and copolymers used in the paint, 
paper, textile, and specialty chem- 
ical industries. 


AeroChem Adds To Lab 


which will double the company’s 
research area. AeroChem con- 
ducts basic research studies for 
industry and government. Con- 
struction will begin in early No- 
vember, with completion § ex- 
pected by mid-April, 1962. 


Englehard Adds 


Newark, N. J.—Englehard In- 
Rochester. N. Y.—AcroChem dustries, Inc., has formed a Semi- 
ster, N. Y. 
New York—National Starch Research Laboratories, Inc., a nnn seer Me —o Proto- 
and Chemical Corp., has pur- subsidiary of Pfaudler Permutit,|'YP€ @9¢ Production orders are 


NEW INDUCTOTHERM PLANT: Inductotherm Corp., maker of melting 
and heating equipment, has moved to this new, 35,000-sq. ft. plant 
Rancocas, N. J. The firm was previously located at Delanco, N. J. 


_ 3 -—— New Texas Vinyl Plant 


chased land at Seadrift, Tex., as 


Inc., is building a new laboratory 


PROBLEM: How to wrap a package so it will take rough handling. 


SOLUTION: International Paper’s Gator-Hide, Extensible Kraft 
has a built-in stretch that withstands sudden shocks. 


HESE PACKAGES are wrapped with 

International Paper's rugged Gator- 
Hide Extensible Kraft. You can drop 
them, throw them, bounce them. This 
wrap can take it! 

Gator-Hide Extensible Kraft actually 
stretches to absorb sudden shocks with- 
out ripping. This makes it the ideal wrap 
for any product that must withstand 
rough handling. Magazine publishers, 
for example, have found that Gator- 
Hide Extensible Kraft sharply reduces 
their post office rejection rate. 


International Paper pioneered the in- 
troduction of white, black and golden 
brown extensible kraft. Now, there are 
many special colors available. And 
Gator-Hide Extensible Kraft is supplied 
in either sheet or roll form, with such 
features as electric eye cut-off markings. 

Gator-Hide Extensible is also a re- 
markably uniform kraft paper. This 
makes it ideal for superior flexographic 
printing. Platemakers, inkmen and 
pressmen in our Southern Kraft Divi- 
sion have been extensively trained in 


this process. Using modern 3-color flexo- 
graphic presses, they'll brilliantly print 
your sales message. Give you wrappers 
that promote as they protect. 

In paper and paperboard, Interna- 
tional Paper's sales and technical staft 
prov ides you with packaging that’s de- 
signed from the beginning to suit your 
product and solve your problems. 

Call any of our seventeen Southern 
Kraft offices. Or contact your paper 
merchant—he’s probably been doing 
business with us for years, 


INTERNATIONAL PAPER 


Manufacturers of papers for magazines, books, neu Spapers + papers for home and office use 


cartons + milk containers « shipping containers « multiwall bags 


November 6, 1961 


NEW YORK 17,N. Y. 


* converting papers « 


papers and paperboa ls fo pach ging « labels « folding 


* grocer) and specialty bags and sacks « pulps jor industry 


» dumber, | wood and olher building materials 


Purchasing Wee 


now being filled by the new facil- 
ity in the firm’s D. E. Make- 
peace Div., Attleboro, Mass. 


Northrop Marine Moves 


Beverly Hills, Calif.—North- 
rop Corp.’s Marine Equipment 
operations in Norwood, Mass., 
are being moved to expanded 
quarters in the New England In- 
dustrial Park at Needham, Mass. 
The new facilities will double the 
area for engineering and produc- 
tion. Marine Equipment prod- 
ucts include the stabilized peri- 
scope system for the Polaris sub- 
marine and the radiometric sex- 
tant, an all weather navigational 
aid. 


New Glass Fibre Plant 


Wilkes Barre, Pa.—Fibrous 
Glass Products, Inc., a subsidiary 
of Pall Corp., Glen Cove, N. Y., 
is building a glass fiber plant to 
produce its own basic materials 
and turn out a wide range of fin- 
ished products. The plant is 
scheduled to have a capacity of 
10-million Ib./yr. Fibrous Glass 
manufacturers insulating mate- 
rials and filtration elements. 


FMC Plans Expansion 


San Jose, Calif.—FMC Corp. 
will build a multi-million-dollar 
facility to produce toluene diiso- 
cyanate, a major component of 
polyurethane plastics. The plant 
will be built on the site of the 
former naval ordnance plant at 
Charleston, W. Va., and will ad- 
join FMC’s large chlorine-caustic 
plant. Construction is scheduled 
to start early next spring, with 
initial oneration slated for late 
1963. 


Sun Propylene Facility 


Philadelphia—Sun Oil Co. 
plans to more than double the 
size of propylene facilities at its 
Marcus Hook, Pa., refinery. The 
expansion will involve $2.2-mil- 
lion of new construction and will 
boost annual propylene capacity 
from 120-million Ib. to 300-mil- 
lion Ib. The expanded facilities 
are expected to go into produc- 
tion by mid 1962. 


Xerox Plans Addition 


New York—Xerox Corp. plans 
a $l-million expansion program 
for its facilities in Webster, N. Y., 
with an addition of more than 
42,000 sq. ft. 


Nylomatic Molding Builds 


Morrisville, Pa. — Nylomatic 
Corp., injection molders of nylon, 
Delrin and Lucite mechanical 
parts, is erecting an addition to 
its plant which will double manu- 
facturing space. 
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Purchasing Week’s 
Professional Perspective 


on it. 


CONSULTANT 
MARTIN L. LEIBOWITZ 


Assistant Director, Systems Research Group 
Discusses this P/W headline: 
APICS Tackles P.A. Problem— 
Sales Forecasts—(PW, 10/9/61 


he sales forecast, as the APICS speakers repeatedly men- 
tioned, is a basic problem because so much planning is based 
Inventory control, production scheduling, and purchasing 


all must know what the demand will be to proceed effectively. 
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This may sound simple, but the problem of effective sales fore- 
casting has baffled many a good company. In recent years opera- 
tions research has taken up the problem to develop a mathema- 
tical basis for dealing with demand trends. But the results of 
these mathematical solutions have often appeared to business 
men to be even more baffling and exasperating than the original 
problem. The question is, what ts involved in the operations 
research approach to sales forecast? 

Operations research has three functions in sales forecasting: 

@ Develop mathematical equations to represent the factors 
affecting demand curve and its value. 

@ Combine these mathematical expressions into an expression 
for the overall demand. 

@ Employ mathematical techniques (with or without computers) 
to determine a forecast that minimizes fluctuations and un- 
certainties as much as possible. . 

In the mathematical approach, there are different assumptions 
or “models” that can be attached to the demand factors. These in- 


The new generation of U.S. autos fends off corrosion... 


GUARDED BY GALVANIZED STEEL 


Use of galvanized steel sheets in the automotive industry 
has increased by more than 700° since 1954—and more 
automotive applications are on the way. 


As a result of this growing addition to Detroit’s diet, both 
consumers and manufacturers are benefiting. To car owners, 
every pound of galvanized steel means more complete 
corrosion protection, added durability and savings in main- 
tenance. To manufacturers, galvanized steel’s simplified 
fabricating procedures bring reduced costs. Head and tail 
lamp housings, for instance, formerly required five or six 
steps when zine plated or painted after stamping. Now 
they are moved direct from press to assembly line with 
their tight zine coatings completely undamaged by fabri- 


MIDWEST STEEL 


Portage, Indiana 


divisions of 


cation. This also applies to side members, rocker panels, 
front and rear rails and cross members. 


WEIRKOTE, IN PARTICULAR! One of the leading 
galvanized steels, Weirkote is widely used in the latest 
model automobiles. To the inherent strength, economy and 
versatility of steel, Weirkote adds enduring zinc protection 
via the modern continuous process. As a result, it can be 
worked to the very limits of the steel base without chipping 
or peeling. And it assures you long-lasting protection 
against corrosion. It is manufactured by two National 
Steel divisions, Weirton Steel Company and Midwest 
Steel Corporation. Write Weirton Steel Company, Weir- 
ton, West Virginia, for further Weirkote details. 


WEIRTON STEEL 


Weirton, West Virginia 


NATIONAL STEEL CORPORATION 
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clude seasonality, growth trends 
and effects of the business cycle. 
On the whole, operations re- 
search makes an assumption 
about the form of demand, so it 
must also make an assumption or 
educated guess about the forecast. 

The form can take various 
tacks. Demand form may be 
graphed or analyzed by economic 
indicators. (see P/W April 24, 
1961, pp 26-27). A computer 
may come into the picture to help 
compile and analyze history of 
demand. But whatever the form 
chosen to display demand history, 
the end product is a set of equa- 
tions to grind out a sales forecast. 


Demand Curves 

In general, there are four types 
of demand forecasts: 

|. The demand trend has some 
fixed, known value (see Case 1). 
In this case demand is a straight 
line. The manufacturer might 
sell through blanket contract or 
else knows that his on-order 
backlog with make up any fluctu- 
ations in overall demand. His 
main worry is delivery. 


Case |! 
Units 
per 
Month 
Time 
2. The demand _ schedule 


changes with time, but its value 
is known at all times (see Case 
2). Example of this forecast might 
be sales of an item used mostly 
in the winter months. The manu- 
facturer knows that his sales 
curve will follow a similar curve 
every year. 


Case 2 
Units 
| per 
| Month 
| 
| 
Time 


3. The demand schedule does 
not change over time, but its ac- 
tual value changes (see Case 3). 
In this case the dotted line is a 
mean rate of demand in which the 
actual demand (solid line) varies 
somewhere around the mean. 
There might be a seasonal fluctu- 
ation, but the manufacturer 
knows that the over-all demand 
will follow a straight line. 


Case 3 


Time 

4. The demand changes over 
time, and its actual value at any 
given time also changes (see Case 
4). This case applies to most 
products. As in Case 3, there are 
fluctuations around the mean de- 
mand curve, but here the mean 
curve also changes. The forecast 
here requires the most sophisti- 

(Continued on page 15) 
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Narning Sounded on Federal Patent Monopoly Celanese Opens Center to Develop 
New Uses of Polymers in Plastics 


San Francisco A warning 
inst federal ownership of 
tents was sounded here by 


bert W. Galvin, president of 
fotorola, Inc., at the national 
ymnvention of the American 
sankers Assn. 

He told several hundred of 
ie nation’s bankers that if the 
rend toward government owner- 
ship of patents continues, the 
entire electronics market will face 
‘a chaotic situation” withim the 
next decade. 


Raps NASA Policy 


The Motorvia official singled 
out an existing policy of the Na- 
“onal Aeronautics and Space 
Administration, which gives the 
government the rights to any 
patent accruing from a NASA 
space contract. He warned that 
the next step—public ownership 


Professional 
Perspective 
(Continued from page 14) 
cated operations research ap- 


proach. 


Case 4 


Time 


In many cases the over-all re- 
sult of a sales analysis is exceed- 
ingly sensitive to the mathemati- 
cal form and values assigned to 
the demand function. Conse- 
quently, considerable effort has 
gone into developing improved 
techniques for making these de- 
mand estimates or sales fore- 
casts. 

A sales forecast can be purely 
objective, based on mathematical 
extrapolation or past demand, or 
purely subjective, based on judg- 
ment and an educated guess. Or 
it may be a combination of the 
two. A purely objective tech- 
nique that has recently attracted 
a lot of attention is “exponential 
smoothing.” This technique is 
based on weighing the past de- 
mand data so that more recent 
data have a greater influence on 
the final forecast. 


The computer looms as a nat- 
ural tool in the mathematical ap- 
proach to sales forecasts. In fact, 
every computerized system must 
be based on some sort of mathe- 
matical analysis of the demand 
trend. A computer can do no 
more than store the necessary 
data, perform the computations, 
and help implement the decisions. 
But the speed and accuracy with 
which a machine can do these 
functions are the key to its use- 
fulness. And the more complex 
the mathematical model becomes, 
the more helpful the computer 
becomes in maintaining a short 
reaction time to the problem at 
hand. 


The most important point, 
however, is that fancy operations 
research, mathematical analysis, 
and computer programing add 
up to a simple goal—getting a 
sales forecast to help plan pur- 
chasing, inventory control, and 
production scheduling. 
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of all defense contract patents 
may be taken by Congress in the 
new future 

“This is not a direct encroach- 
ment on private property, but it 
Is a unique end run,” Galvin 
declared. 

“In the electronics industry we 
are on the threshold of a revolu- 
tion,” he said, referring to current 
developments in microminiatur- 
ization and molecular circuitry. 
Much of this work, he noted, is 
being spurred by defense require- 
ments. 


Commercial exploitation 


New Twin-C Sorbette unfolds by itself 


An exclusive new folding 
method makes it possible for 
you to enjoy substantial sav- 
ings in towel costs. Here’s why: 

The Twin-C Sorbette is the 
only C-fold towel that actually 
unfolds itself as it is pulled from 
the dispenser. The full drying 
surface is instantly exposed — 
ready for use — without fum- 
bling or unfolding. 

The Twin-C seems twice as 
large as ordinary C-fold towels. 
Therefore users are less likely 
to take unnecessary towels. 
Typical washroom installations 
result in savings of 10 to 40%! 

Twin-C Sorbette is made only 
by Crown Zellerbach, but fits 
any standard C-fold dispenser. 

For samples and more infor- 
mation, contact your nearest 
Crown Zellerbach distributor. 
Or write us at One Bush Street. 
San Francisco, California. 


of 


Read how new 
Twin-C Sorbette 

can help you stop 
washroom waste 


such developments by individual 
firms should not be regarded as 
unfair windfalls, but should be 
encouraged in order to keep new, 
competitive patent developments 
coming, Galvin said 

He added that the current de- 
fense posture of the nation does 
not justify Congressional aban- 
donment of the duty to promote 
the useful arts—the principle on 
which the patent system is based. 
“Public ownership of defense- 
developed patents is not legal, 
consistent, or in the public in- 
terest,” said Galvin. 


€ Loo 


k at the difference 
in drying size. 


Clark, N. J.—Celanese Poly- 
mer Corp. has opened a develop- 
mental laboratory center here 
for the pioneering of new uses for 
polymers in plastics. 

Programs established for the 
center relate mainly to specific 
plastics applications of custom- 
ers in these three principal areas: 

@Development of new im- 


proved techniques for processing 
polymers into plastics. 

® Modification and adaptation 
of existing polymers to meet the 


specifications of varying plastics 
applications 

@Testing and evaluation of 
various polymer resins to deter- 
mine how they will perform in 
different types of plastics and end 
uses. 

The laboratory is equipped for 
research and development in the 
various methods of producing 
plastics products including ex- 
trusion, blow molding, injection 
molding, vacuum forming, and 
mechanical mixing and forming. 


The Twin-C Sorbette unfolds 
automatically as it is pulled from 
the dispenser. With conventional 
C-fold towels, more than half the 
drying surface stays hidden, and 
most users don’t bother to unfold 
the towel—they grab an extra one 


instead. 
Sorbette® 


Twin-C Pat. Pending 


CROWN 
ZELLERBACH 


Distributor Sales Division 


In Canada address product inquiries to Crown Zellerbach Limited, Vancouver, B.C. 
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Hydraulics Men Stamp Reliability “Cost Factor’ 


Chicago—tThe reputation of a 
manufacturer for turning out re- 
liable products is fast becoming 
a Major point in vendor selection, 
according to buyers and engineers 
at the National Industrial Hy- 
draulics Conference here. 

Although speakers at the meet- 
ing were concerned mainly with 
hydraulics, they made it clear 
that the same kind of thinking 
extends to nearly all other types 
of products. 

Buyers emphasized that they 
consider reliability as part of the 
total over-all cost of products, 


not just as a figure showing how 
many times a part fails per 1,000 
hours 

Declaring that “the sole pur- 
pose of reliability programs is to 
reduce the total cost of products,” 
Leslie Ball, director of reliability 
at Boeing Airplane Co., added, 
“All we expect from suppliers 
is this: that the supplier’s man- 
agement will control their 
employees that learned 
from analyses of failure are con- 
verted into reliability disciplines 
and that these disciplines will be 
applied to any future procure- 


SO 


lessons 


ment on which the buyer is will- 
ing to pay for their cost.” 

Another Boeing engineer, Rob- 
ert Bielka, pointed out that while 
firms supplying the government 
get paid in their contract for do- 
ing reliable work, commercial 
or civilian companies often have 
to foot the bill themselves. 

“The burden of a commercial 
reliability program is on the man- 
ufacturer and, in most instances, 
his competitive position requires 
that he absorb the incurred costs. 
rhis is not an unrewarding effort, 
however,” Bielka stated. 


N.Y. Considering Fume Control Units 
For Police, Other City-Owned Cars 


New York—Top city officials 
are considering a proposal to 
equip all new city-owned cars with 
devices for reducing air pollu- 
tion. 

Ralph H. O’Donoghue, admin- 
istrative officer in the Dept. of Air 
Pollution Control, said that as 
a starter the city definitely plans 
to have the units—known as 
crankcase  ventilators—installed 
on all police cars purchased in 
1962. The decision was based 
on results of tests conducted dur- 


“TIME IS COSTING ME MONEY! 


SEND IT UNITED AIR FREIGHT!” 


If your cargo is a tiny but vital piece of 
machinery, a perishable item, or heavy equip- 
ment ... Whenever you can’t afford delay... 
call United Air Freight Specialists. United 


will speed your shipment to its destination 


with fast, one-carrier dependability. 


Only on United do you get the advantage of 
the world’s largest jet fleet ...and your cargo 
can be carried on every flight. In addition 
a fleet of Mainliners® and Cargoliners stands 


ready around the clock to fill your fast trans- 


port needs to more cities in the U. 


S., 


including Hawaii, than any other airline. 


And on United each job receives the price- 
less extra of Extra Care every inch of the 
way...from door to door. By taking 
advantage of United’s Reserved Air Freight 
you can ship by any specific flight you choose. 


When time means money to you... don’t 
delay. Call United Air Freight. 


® 
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WORLD’S LARGEST JET FLEET UNI 7 ED THE EXTRA CARE AIRLINE 


ing the past year by the depart- 
ment. 

O'Donoghue said the depart- 
ment has tested fume control 
units made by three companies 
and found them all satisfactory. 
The devices range in cost from 
$4.75 to $6, factory installed. 
They are made by the AC Spark 
Plug Div. of General Motors 
Corp.; Donaldson Co., Inc., St. 
Paul Minn., and Vildex Corp., 
Tulsa, Okla. 

rhe city will not attempt to 
write specifications for the de- 
vices. “Since the three units \ 
tested are comparable in price * 
and performance, we don’t feel 
this is necessary,” said O’Dono- 


ghue. 
Each of the units uses a vac- 
uum system to draw exhaust 


fumes from the crank case back 
into the motor where they are 
reburned. O’Donoghue _ said 
studies indicate that 20% to 
40% of the hydrocarbons emit- 
ted by an automobile come from 
the crank case. The ventilators 
eliminate 98% to 99% of this 
pollution, he said. 

“In addition to taking fumes 
out the atmosphere, our studies 
suggest that the ventilators help 
improve mileage,” he continued. 
“This is because the units feed 
back into the engine gas fumes 
which otherwise would dissipate 
in the air, thus making for a 
more efficient operation,” said 
O'Donoghue. 


2 Lockbolt Firms Cited 
On Price-Fix Charges 


Washington — The nation’s 
two largest manufacturers of 
lockbolts were indicted by a 


grand jury in Detroit on charges 
of fixing prices and conspiring 
to expand patent privileges into 
an illegal monopoly, the Justice 
Dept. announced. 

The defendants are Huck Mfg. 
Co., Detroit, and Townsend Co., 
Beaver Falls, Pa. The presidents 
of both firms also were named in 
the indictment. 

The Grand Jury charged that 
since 1954 the companies had 
conspired to raise lockbolt prices 
to artificial levels and to limit 
Huck’s patent licenses so as to 
restrict the market to the two 
firms. Lockbolts are used ex- 
tensively in aircraft manufacture 
and in autos, trucks, and ships. 

The government asserted that 
the defendants met secretly and 
decided that Townsend would 
follow Huck on prices so long 
as Huck did not license any 
other companies to make and sell 
lockbolts. 


Contract Course Offered 


Los Angeles — A course in 
negotiating and administering 
government contracts will be 
offered by the University of 


California through its Engineer- 
ing and Physical Sciences Ex- 
tension, Jan. 15 to Jan. 26. 
Classes will be held from 9 
a. m. to 4:30 p. m., Monday 
through Friday, on the Westwood 
campus here. Subjects to be 
covered will include the national 
defense program, financing, com- 
petitive bid procedures, types of 
government contracts, patents, 
cost principles, copyrights, and 
proprietary data. 
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It's TEFLON 100 FEP resin for 
more efficient hook-up wire in computers 


Here’s why a data-processing equipment manufacturer 
chose insulation of Du Pont TEFLON 100 FEP resin for 
all hook-up wire in a new computer series: 

Modern high-speed circuits demand uniform low ca- 
pacitance. This is provided by FEP, whose low dielectric 
constant is unaffected by frequency or temperature. In 
addition, new wire-wrap techniques, including auto- 
matic high-speed wire-wrapping, require high resist- 
ance to cut-through. The combination of primary insu- 
lation of TEFLON FEP with a jacket of Du Pont ZYTEL* 
nylon resin proved outstanding in this respect, and 
handled well on the wire-wrapping equipment. 


@ POND FLUOROCARBON RESINS 


REG. U.S. pat. OFF 


BETTER THINGS FOR BETTER LIVING 
November 6, 1961 


-. THROUGH CHEMISTRY 


If you are concerned with the specification of com- 
puter hook-up wire, consider the exceptional tough- 
ness, flexibility and reliability of FEP insulation. Wire 
insulated with FEP is available in unlimited lengths, 
with tinned or silver-plated conductors. For more in- 
formation, consult your supplier, or write to: E. I. 
du Pont de Nemours & Co. (Inc.), Dept. PW-11, Room 
2526 Nemours Building, Wilmington 98, Delaware. 


In Canada: Du Pont of Canada Limited, P.O. Box 660, 
Montreal, Quebec. 


TEFLON is Du Pont’s registered trademark for its family of 
fluorocarbon resins, including TFE (tetrafluoroethylene) 
resins and FEP ( fluorinated ethylene propylene) resins. 


Purchasing Week 


Managerial Thinking Seen Path to P.A. Success 


Newark — Materials manage- 
ment is on the way, the purchas- 
ing agent had better discard his 
specialist’s outlook and start be- 
coming a manager. That’s the 
message some 300 P.A.’s attend- 
ing NAPA Dist. 8 Conference 
heard from Prof. William P. Stil- 
well, assistant director of the 
Management Institute at the Uni- 
versity of Wisconsin 

Stilwell told the delegates that 
companies nationally are now 
spending 50¢ of every dollar on 
materials. Consequently, any sav- 
ings in this category can boost 
profits substantially. The result is 
increased concentration on man- 
aging the flow of materials 
through the organization. The 
solution is some form of materials 
management. 


Must Be Effective Manager 


The purchasing agent, accord- 
ing to Stilwell, is in an excel- 
lent position to take over the re- 
sponsibility for materials, if—and 
it’s a big if—he can become an 
effective manager. To do this, the 
P.A. must expend his knowledge 
of finance, accounting, markets, 
sales, labor relations, and produc- 
tion scheduling. 

“As a materials manager you 
will be part of the management 
team. This means putting less 
emphasis on your purchasing 
manual and procedures, leaving 
behind the world of the specialist, 
and getting in on management 
thinking,” he pointed out. 

As to who is fit to become a 
materials manager, Stilwell sug- 
gested that everyone use the fa- 
miliar inventory formula—20% 
of inventory items is worth 80% 
of the total value. In other words, 
20% , who are neither buyers nor 
order clerks, but planners and 
thinkers, will get the nod to head 
a materials management organiz- 
ation. : 

“Master the science of prob- 
lem recognition and solving. Ad- 
just to change, and learn to sell 
yourself and your ideas. The ma- 
terials management revolution is 
here, which means _ profitable 
years for those that accept it,” 
Stilwell challenged. 


Two Seminars 


In line with Stilwell’s advice, 
the delegates held two  simul- 
taneous seminars devoted to 
materials management in_ big 
companies and in small compa- 
nies. 

In the big company get-to- 
gether the general feeling was 
favorable to the materials man- 
agement concept—with purchas- 
ing at the reins. 

David S. Gibson, vice-presi- 
dent purchasing Worthington 
Corp., who was discussion leader, 
pointed out that in some com- 
panies the P.A. is already doing 
the job of a materials manager. 

Gibson predicted that the ma- 
terials management slot will be 
a stepping stone to the presidency 
of the company for the top flight 
purchasing agent. “We've got a 
lot of cream to skim off the top 
in this profession,” he said. 

Other P.A.’s attending this 
seminar emphasized that mate- 
rials management is not to be 
feared by purchasing. On the 
whole, all agreed that the P.A., 
no matter what his position, is 
going to benefit from materials 
management. 

The small company group em- 
phasized that pvaterials manage- 
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ment has been vastly misunder- 
stood. Discussion leaders Charles 
J. Lenk, purchasing agent, Gen- 
eral Hose & Coupling Co., said 
that if used skillfully, the mate- 
rials management program can do 
a lot for the company. But the 
of such a program de- 
pends upon the aggressiveness of 
the P.A 

“Too often,” Link conceded, 
“the P.A. who lacks initiative 
fails to let top management know 
what his job is or should be, and 
as a consequence, the problems 
connected with materials man- 


Success 


igement are divided among many 
departments.” 

Douglas V. Smith, consultant 
in purchasing education in Gen- 
eral Electric Co.’s Manufacturing 
Services, spoke on evaluating 
vendor performance. He des- 
cribed a five-step method that 
includes price quotations, quality 
costs, delivery costs, incremental 
value, and summary 
cost comparison. The idea, which 
is still in the formulative stages, 
is to get a cost factor for all as- 
pects of a vendor’s performance, 
besides a price tag, he said. 


Sery ice 


PURCHASING 
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Aerojet Gets Authority New Factory to Produce 
On Fixed-Price P.O.’s | Stainless Clad Aluminum 


Azusa, Calif.— Aerojet-Gen- Pittsburgh— Composite Metal 
eral Corp.’s authority to issue Products, Ine., is building the 
fixed-price purchase orders and first factory designed solely for 
subcontracts up $100,000 the production of stainless clad 
without prior government ap- aluminum. 
proval was renewed by the Air The plant, under construction 
Force, following a survey of the in nearby Eightyfour, Pa., is 
company’s purchasing system. scheduled to into operation 

As a general rule, companies during the quarter of 
can not spend over $25,000 on 1962. 
fixed-price contracts without ob- Stainless clad aluminum is 
taining government permission. used in the manufacture of elec 
The $100,000 authority first was trical appliances and cookware. 
extended to Aerojet’s Azusa plant Technicians also are studying its 
in 1957 and subsequently to application in building construc- 
other company facilities. tion and missiles 


to 


go 


second 


our Mivarr sales 


HE WORKS EFFECTIVELY TO 
HELP REDUCE YOUR COSTS! 


No one knows more about cylin- 
drical bearings than your Hyatt 
Sales Engineer! What’s more, 
he’s well versed in value analy- 
sis and can frequently produce 
dramatic cost reductions and 
important product improve- 
ment ideas. P.A.’s like his 
thoroughness his sincere 
interest in making the best 
recommendation. 


HE WORKS FROM EXPERIENCE 
IN PROBLEMS LIKE YOURS! 


The experience and knowledge 
of this trained bearing specialist 
regularly help save vital man- 
hours and dollars for his cus- 
tomers. His painstaking study 
prior to every bearing recom- 
mendation has gained him an 
excellent reputation for efficient, 
dependable design suggestions. 


HE WORKS TO MEET RIGID 
QUALITY STANDARDS! 


Frequently your Hyatt Sales 
Engineer will spend mutually 
rewarding hours studying cus- 
tomer products or prototypes in 
action. This helps assure the 
success of critical applications 
and often results in valuable 
suggestions for product improve- 
ment, cost reductions and ideas 


HE WORKS TO MEET YOUR 
TIGHTEST SCHEDULES! 


When delivery is a critical factor 
in your production schedule, 
sales department estimates or 
customer promises, you can rely 
on the Working Partner interest 


for future product development. 
At left, Hyatt Sales Engineer 
awaits surface finish test results 
on race pathway of farm tractor 
differential bearing. 


SCHEDULING 
- F = 


of your Hyatt Sales Engineer 
Checking on your order from 
production line to shipping 
room, he works efficiently to 
make sure you've made a profit- 
able purchase! 
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TRAFFIC MEN HONORED: Past 
presidents of the Southern Ship- 
per and Motor Carrier Council 
were honered at the group's re- 
cent @inual meeting in Atlanta. 
Receiving trophies from C. D. 
Hardesty (r), newly elected presi- 
dent of the council and general 
traffic manager, Mason & Dixon 
Lines, Inc., Kingsport, Tenn., are 
(I-r): the retiring president, H. C. 


Benkert, regional traffic man- 
ager, U. S. Rubber Co., Hogans- 
ville, Ga., and A. E. Greene, 


president, Johnson Freight Lines 
Co., Inc., Nashville, Tenn., who 
was council president, 1959-60. 


aé 
= 


Enlarge Outside Skills, Dist. 9 P.A.'s Advised 


Boston—Top management re- 
sponsibility will come to the P.A 
who broadens his experience in 
skills outside the purchasing field, 
is well as learning how to be a 
better manager of people. This 
call for wide-scale professional 
development was the theme of the 
New England Purchasing Con- 
ference, held here last week. 

Leo J. Lass, purchasing agent, 
Newman-Crosby Steel Co., Paw- 
tucket, R. I., set the keynote 
when he told purchasing agents, 
“We are here to learn how to 
improve ourselves so that we in 


engineer 1s a working partner 


ENGINEERING 


HE WORKS WITH OUR TOP ENGINEERING PEOPLE! 


When you specify Hyatt bearings for your job, you get that something 
extra in engineering. The nation’s finest bearing application engineers 
are assigned to your problem! What’s more, you get the complete 
range of General Motors’ vast research and engineering facilities. 
Above, your Hyatt Sales Engineer confers with metallurgist and thrust 
load experts before making final recommendation. 


HE WORKS WITH THE MOST COMPLETE LINE 
IN THE INDUSTRY! Hyatt’s new catalog (No. 162) 
places at your fingertips the most complete cylindrical 
bearing line inthe industry. ..broad flexibility in handling 
all your anti-friction bearing requirements! Contact your 


nearest Hyatt Sales Engineer for your copy today. 


‘var 


NON-SEPARABLE TYPE 


b 


turn will not become so much 
scrap.” 

The two-day District 9 con- 
ference program, designed around 
the concept of “people manage- 


ment”—as contrasted to “ma- 
terials management,” balanced 
purchasing topics with manage- 
ment knowhow subjects and 


drew around 350 purchasing men. 

The purchasing agent’s role in 
cost cutting was also pinpointed 
by speakers as part of broadened 
purchasing responsibility. NAPA 
President Russell T. Stark, direc- 
tor of purchases, Burroughs 


“=p 


SEPARABLE 
OUTER RACE 


SEPARABLE INNER RACE 


Hiy-ROLL BEARINGS 


FOR MODERRA INDUSTRY 


HYATT BEARINGS DIVISION, GENERAL MOTORS CORPORATION, HARRISON, N. J. 
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Corp., Detroit, pointed out that 
today product life has become the 
critical difference between profit 
and loss. He said the effort to 
operate in the profit column must 
Start with purchasing. “Instead 
of being only procurement 
minded,” he added, “‘we must be 
product minded, research minded, 
marketing minded, company 
minded, and profit minded.” 

The road to executive success, 
G. W. Howard Ahl, NAPA ex- 
ecutive secretary - treasurer, 
warned the group, is not paved 
with purchasing knowledge alone, 
but comes with a well rounded 
and broad scope. 

One of the liveliest sessions 
was a four-man panel moderated 
by Dr. Howard T. Lewis, pro- 
fessor emeritus, Graduate School 
of Business Administration, Har- 
vard University on_ selecting, 
training, motivating, and measur- 
ing people. 

Wilbur J. Pierce, supervisor of 
staff services, purchasing depart- 
ment, Detroit Edison Co., De- 
troit, told the group his company 
used this checklist in selecting 
buyers: appearance, poise, gram- 
mar, interests, and over-all per- 
sonality. He said that he felt an 
extrovert makes the best buyer; 
by a show of hands most of the 
audience agreed with Pierce, 
though there were dissenters. 

Among the four concurrent 
after-breakfast workshops, the 
purchasing performance session 
drew the biggest turnout. F. G. 
Jenkins, director of purchases, 
Sprague Electric Co., North 


Pro-D Pointer 

The NAPA District 9 Pur- 
chasing Conference program 
booklet carried advertisements 
for the first time. Results were 
an attractive 58-page, glossy 
paper booklet replete with pic- 
tures of speakers, program de- 
tails, space for notes, etc. 

Payoff: Ads  underwrote 
printing costs and even con- 
tributed to a lower registration 
fee for participating P.A.’s. 


Adams, Mass., emphasized that 
price comparison alone is not a 
real indicator in evaluating 
buyers efficiency. He __ listed 
evaluation factors as: work load, 
price performance, delivery per- 
formance, quality performance, 
and inventory performance. 
Thomas Fecteau, manager of 
materials, wiring device depart- 
ment, General Electric Co., 
Providence, R. I1., reported that 
after cost-reduction budgets are 
established, his department asks 
each buyer to indicate what por- 
tion of the total he will personally 
realize and by what means these 
savings will be accomplished. 
Leasing was one of the areas 
singled out as broadening the 
P.A.’s job scope and increasing 
his value to the company. At an 
after-breakfast workshop on lease 
vs. purchase, moderator Glenn 
W. Inman said, “If the purchasing 
agent is not investigating the pros 
and cons of leasing for his com- 
pany he is not doing his job.” 


Inman, manager of ma- 
terials control, Avco Research & 
Advanced Development Div., 


Avco Corp., Wilmington, Mass., 
stressed that this atea should 
be covered as comprehensively as 
quality, delivery, service, and 
price. 
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P/W Professional Development Competition: 


If You Can Solve 
This Management Problem 
You Can Win... 


Professional Development Case No. 2 


A New England manufacturer of hardware and small tools has decided to in- 
stall a computer. The firm has sales of about $50,000,000 a year, and employs 
about 2,500, including workers, office and executive personnel. The firm’s one 
plant is devoted to general metalworking, finishing, assembly, and packaging op- 
erations. It has its own brass and bronze foundry, stamping, screw machine, and 
machine tool shops, but all ferrous castings, forgings, sheets, rod or rolls are pur- 
chased, as are packaging supplies. 


The purchasing department consists of 10 people, including clerical personnel. 
It buys, in varying quantities and at varying times, some 30,000 items. However, 
production control handles raw material inventory records, and the warehouse 
and stores department does the receiving and storage job, and traffic is also a 
separate department. When material is needed, production control sends a 
requisition to purchasing. | 


One day the president of the company approaches the purchasing director and 
says: “You know we have just contracted for an electronic computer. We think 
it will be great for payroll and accounting and other uses, but that won’t take up 
all of the computer’s time. So your purchasing department can have an hour a 
week on the computer beginning about a year from now when the machine is 
fully installed. Let me know in two months if you want the hour each week and 
what you want it for.” 


If you were the purchasing director of the company, how would you go about 
analyzing your situation? What would you tell the president at the end of your 
two-month grace period? 


This is the second in a series of case-problems to appear — at two-week 
intervals —in PURCHASING WEEK’s Professional Development 
Competition. Entries for each case will be judged separately. 


These cases were specially designed for this Competition 
by P/W Consultant F. Albert Hayes. 
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This Certificate 


Awarded 
By These 


Judges 


F. Albert 


Co., Shipman 


Tee Kis ( ontribselion to 


Professional Development 


J hereby present this certificate to 


on behalf of 
Purchasing Week 
and the undersiqned board of judges who have 
approved his solution to advanced problems in 


the pur chasing held. 


Keua ta C Me Riad 


President 


McGraw-Hill Publishing Co., Inc 


\) 


Hayes, former George A. Renard, retired na- William R. Leitch, P/W 
NAPA president, v.p.-purchas- tional secretary of NAPA, Ship- Management and Professional 
ing at Bigelow-Sanford Carpet man Medalist, and author of Development Editor, and win- 
Medalist and the Purchasing Week column, ner of Jesse H. Neal Business 
Purchasing Week Consultant. “From One P.A. to Another.” Journalism Award of Merit. 


Here Is What You Should Know About This Competition 


Object: To stimulate your thinking on today’s broad 
management problems in the purchasing profession 
and properly recognize your alertness. 


Eligibility: Any Purchasing man may enter the 
Competition as an individual; or any Purchasing De- 
partment may enter as a team; or any group of Pur- 
chasing people may get together and enter as a pool. 


Awards: There will be as many awards in this Com- 
petition as case problems. In other words, you may 
submit one entry any time—or every time. The awards 
themselves are certificates (such as shown above) 
signed by Donald C. McGraw, President of the Mc- 
Graw-Hill Publishing Co., Inc., and the three judges. 
Wherever possible, the winners will receive the 
awards via the president of their own company who 
—in every instance—will be notified of their achieve- 
ment. 

Where to Enter: Address your entry to William R. 
Leitch, PURCHASING WEEK, 330 W. 42nd St.. New 
York 36, N. Y. 


Time Limit: Entries must be postmarked no later 


than two weeks after publication date of each problem. 
(For this one, the limit is Nov. 20.) 


What to Enter: You should submit an outline of how 
you would handle the case-problem. The judges suggest 
that two typewritten pages (double-spaced) would be 
a good target length. In other words, you should write 
the judges a memo broadly stating what plan of action 
you would pursue if confronted with the situation 
described in the case-problem. Your plan should be 
original (avoid quoting from books or speeches) and 
should not include such burdensome detail as specific 
figures, calculations, etc. 


How you will be judged: Obviously, these case 
problems have no single, pat solution, such as problems 
in mathematics do. So the shrewdness of vour strategy 
is what counts. (In the data processing problem on the 
Opposite page, consider how the P.A. involved can 
make the most profitable use of his computer time- 
for the over-all benefit of the company. This is the sort 
of thinking the judges will watch for in your answer.) 

Finally, there are no tricks or hidden clues in the 
case problems. Accept them at face value, write your 
memo accordingly, and good luck. 
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A P/W Product Guide 


Ready Reference Chart for Fleet Car Buyers 


(Cubic ft.) 
1961 DEPRECIATION** 


ROAD CLEARANCE 
(%) 

1961 MILEAGE TEST** 
FEDERAL TAX AND 


LUBRICATION 
HANDLING 


(Miles) 
MAINTENANCE 


WHEEL BASE 
HEADROOM 
TRUNK CAP 
OIL CHANGE 
(Miles) 
FEATURES 
ACCESSORIES 
LIST PRICE** 


6-cyl., 90-hp. 


8 
nN 
7 


6.00x15, 2-ply 


: 
: 


Lifetime exhaust, 


(125-hp. opt.) 


(6.50x15, opt.) 


24-mon. battery, 
2-yr. antifreeze, 
self-adj. brakes 


E-stick trans., 

comb. heat.-air cond., 
auto. trans., 

power steer., 

power brakes 


$1,684 


wr 
o 
Ld 


Lark 
Studebaker 


6-cyl., 180-hp 
8-cyl., 210-hp 


6.00x15, 4-ply 
(6.50-6.70x15 opt.) 


Bolt-on fenders, 
alternater, 
alum. muffler 


Aute. trans., 
power steer., 
power brakes 


Valiant 
Plymouth 


6-cyl., 101-hp 
(145-hp. opt.) 


6.50x13, 2-ply 


Alternatcr, 
alum. muffler 


Auto. trans., 
power steer., 
power brakes 


Lancer 
Dodge 


6-cyl., 101-hp 
(145-hp. opt.) 


6.50x13, 2-ply 


Alum. muffler 


Auto. trans., 
power steer., 
power brakes 


Falcon 
Ford 


6-cyl, 90-hp. 
(101-hp. opt.) 


6.00x13, 2-ply 


2-yr. antifreeze, 


30,000-mi. fuel filter 


Auto. trans., 
hang-on air cond. 


Corvair 
Chevrolet 


6-cyl., 101-hp 
(145-hp. opt.) 


6.50x13, 2-ply 


Air-cooled 


Auto. trans., 
hang-on air cond. 


Classic 
Rambler 


6-cyl., 127-hp. 
(138-hp. opt.) 


6.50x15, 2-ply 
(6.70x15, 4-ply 
cpt.) 


24-mon. battery, 
lifetime exhaust, 
2-yr. antifreeze 
self-adj. brakes 


Autc. trans., 

comb. heat.-air cond., 
power steer,. 

power brakes 


Chevy Il 
Chevrolet 


4-cyl., 90-hp. 
(120-hp. opi.) 


6.00x13, 


2-yr. antifreeze, 
boli-on fenders 


Auto. trans., 
power steer., 
power brakes 


Comet 
Mercury 


6-cyl., 90-hp. 
(101-hp. opt.) 


2-yr. antifreeze, 


30 ,000-mi. fuel fil. 


Auto. trans., 
heater, 
hang-on air cond. 


Tempest 
Pontiac 


4-cyl., 110-he 


(up to 166-hp. 


opt.) 


6.00x15, 


Auto. trans., 
power steer. 


Fairlane 
Ford 


6-cyl., 101-hp 
8-cyl., 143-hp. 
opt. 


6.50x13, 2-ply 


2-yr. antifreeze 


Auto. trans., 
hang-on air cond., 
power steer., 
overdrive 


Savoy 
Plymouth 


6-cyl., 145-hp. 
8-cyl., from 
230-hp. 


6.50x14, 4-ply 
(7.00x14 on 8-cyl.) 


Self-adj. brakes 


Comb. heat.-air cond., 
power steer., 

power brakes, 

auio. trans. 


Meteor 
Mercury 


6-cyl., 101-hp. 
8-cyl., 143-hp. 


6.50x14, 2-ply 


2-yr. antifreeze 


Overdrive, 
power steer., 
auto. trans. 


Dart 
Dodge 


6-cyl., 145-hp. 
8-cyl., up to 


| 305-hp. 


6.50x14, 4-ply 
(7.00x14 on 8-cyl.) 


Self-adj. brakes 


Comb. heat.-air cond., 
power steer., 

power brakes, 

auto. trans. 


Special 
Buick 


6-cyl., 135-hp. 


| 8-cyl., up to 
| 185-hp. 


6.00x13, 15, 2-ply 


Auto. trans., 
power steer., 
power brakes 


Biscayne 
Chevrolet 


6-cyl., 135-hp. 
8-cyl., up to 
409-hp. 


7.00, 7.50, 8.00x14, 
2-ply 


2-yr. anti-freeze 


Auto. trans., 
overdrive, 
power steer., 
power brakes 


F-85 
Oldsmobile 


8-cyl., 155-hp. 


(up to 215-hp. 


opt.) 


6.15x13, 4-ply 
(7.00x13 and 
6.00x15 opt.) 


Auto. trans., 
power steer. 


Golaxie 
Ford 


| 6cyl., 135-hp. 
| 8-cyl., up to 
| 401-hp. 


7.50x14, 4-ply 


2-yr. antifreeze, 


30, 000-mi. fuel fil., 


self-adj. brakes 


Overdrive, 
auto. trans., 
power steer., 
power brakes 


Catalina 
Pontiac 


8-cyl., 215-hp. 


(up to 348-hp. 


opt.) 


8.C0x14, 4-ply 


Power steer., 
power brakes, 
auto. trans. 


Monterey 
Mercury 


| &cyl., 135-hp. 


8-cyl., up to 


| 300-hp. 


7.50x14, 4-ply 


2-yr. antifreeze 
self-adj. brakes, 


30,000-mi. fuel fil., 


alternator, 
alum. muffler 


Auto. trans., 
power steer., 
power brakes 


** KEY: 


List price: Factory suggested list for lowest priced model in line, usually 2-door 


1961 Depreciation: Figure given is depreciation of 1961 equivalent model as of 
Oct., 1961—+reported by a national price service for Eastern portion of U. S. 

1961 mileage test: Results of 1961 Mobilgas Economy run. Cars in this test were 
driven by professional drivers, and these figures should be considered only in 
terms of relative values. 


sedan, exclusive of all taxes and handling costs. Dealer cost can be approximated 
by subtracting 21% (American, Lark, Valiant, Lancer, Corvair, Falcon, Classic, 
Chevy Il, Comet, Tempest, Special, F-85) or 25%. 


“Price includes heater. t Estimate 


Industry News in Brief 


Nylon Plant Converted 


Wilmington, Del. — Hercules 
Powder Co. has finished convert- 
ing a nylon plant in Covington, 
Va., into a multimillion pound 
polypropylene fiber facility. The 
plant will have an initial annual 
capacity of 12-million lb., and 
is expandable to meet market de- 
mands of the future. 


Fairco Expands 

Gardena, Calif.—Fairco In- 
dustries, Inc., has acquired the 
Aircraft Bolt Div. of Elastic Stop 
Nut Corp., Los Angeles. The 
purchase agreement calls for 
ESNA’s Fastener Div. to distri- 
bute bolts made by the expanded 
Fairco Co., which will be known 
as ABC-Fairco, Inc. 


Douglas to Close Plant 

Santa Monica, Calif.—Doug- 
las Aircraft Co. has begun closing 
down its El Segundo plant. The 
airframe operations at El Se- 
gundo will be moved to the com- 
pany’s Long Beach plant. 


Dorsett Buys Midwest 

Norman, Okla. — Dorsett 
Electronics, Inc., has acquired 
Midwest Furniture Mfg. Co., 
Midwest City, Okla. Dorsett 
will operate the acquisition as its 
Midwest Console Div. 


Midwest Firm Named 


Philadelphia—Philco —_ Corp. 
has named Griffith M. Morgan 
& Co., Chicago, as Midwest dis- 
tributor for its Government and 
Industrial Group. Morgan & 
Co. will handle Philco industrial 
products microwave and multi- 
plex equipment, ion generators 
and ion counters. 


Imanco Goes Independent 


Chicago — The Imanco Mfg. 
Div. of Insulation Manufacturers 
Corp. is now operating as an in- 
dependently owned and managed 
company, Imanco, Inc. The firm 
converts and fabricates insulating 
materials for the electrical and 
electronics industries. 


Firm Changes Hands 

Anaheim, Calif.—The Aero- 
nautical Western division of A. 
O. Smith Corp. has been sold to 
a group headed by Arnold H. 
Prosser, the division’s general 
manager, and its name changed 
to Prosser Industries, Inc. The 
company will continue to make 
hydraulic, pneumatic and pyro- 
technic devices for the missile 
and aircraft industries at its plant 
here. 


Griffin Opens Plant 

Chicaco—American Steel 
Foundries has opened a $6-mil- 
lion plant in suburban Bensen- 
ville to produce steel wheels for 
railroad freight cars. The unit 
will be operated by American 
Steel’s subsidiary, Griffin Wheel 
0; 


New Ampto Warehouse 

Stone Mountain, Ga.—Ampto, 
Inc., a photocopying machines 
and supplies division of Anken 
Chemical & Film Corp., Newton, 
N. J., has established warehous- 
ing and shipping facilities here. 

Appoints Distributor 
Baltimore — Ellicott Machine 


Corp., makers of hydraulic dredg- 
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ing equipment, has appointed 
George M. Philpott Co., Inc., 
San Francisco, as its distributor 
in the Northern California and 
Pacific Northwest areas. 


Omnitronics Sales Reps 


Philadelphia — Omnitronics, 
Inc., a subsidiary of Borg-Warner 
Corp., has appointed six organiza- 
tions as its sales representatives. 
They are: Burlingame Associates, 
Mt. Vernon, N. Y.; Luscombe 
Engineering Co., Pasadena, Calif., 
E. G. Holmes & Associates, At- 


| (0) 
c 


proves it... 


lanta. Ga.; Electro Sales Asso- 
ciates, Cleveland, and Lang, 
Claeson & Associates, Chicago. 


National Moves to Texas 


Houston—N ational Supply 
Co., a division of Armco Steel 
Corp., will begin full-scale op- 
eration of new facilities installed 
at its plant here soon. Much of 
the machinery and equipment 
here has been transferred from 
National Supply’s plant at Am- 
bridge, Pa. The firm makes drill- 
ing equipment for oil wells. 


Allen screws are 
consistently better 


*PRODUCT 


GIANT GLASS BLOWER: Machine, 


said to be world’s largest, has 
installed at Kimble Glass 


been 
Co.'s 


QUALITY 


PQA is the symbol of unquestioned quality at Allen. 
It stands for constant quality control from rigid up- 
grading of incoming raw materials to final, uncondi- 
tionally guaranteed shipment to you. 


To give you some idea: Federal Spec. FF-S-86a calls 
for 4,950 lbs. for the 4-20 cap screw. Day-in, day- 
out breaking point tests of these screws prove that 
Allens are consistently better . . . well above the minimum 


requirement! 


Quality checks like this one confirm PQA every step 
of the way through Allen’s manufacturing process. And 
to help you keep costs down and profit margins up, 
Allen manufactures 1457 standard sizes. 


Remember... it costs you no more to have genuine 
Allens right from stock, and they are only a minor 
fraction of your assembly costs. 


ALLEN 


MANUFACTURING COMPANY 
HARTFORD 1, CONNECTICUT, U.S.A. 


Plant at Bloomfield, Connecticut ¢ Warehouses in Chicago, Cleveland and Los Angeles 
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Vineland, N. 
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breaking point tests show 
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| 
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plant. 


Rubbermaid Subsidiary 


Cleveland—Rubbermaid, Inc., 
has established a wholly owned 
subsidiary, Fusion, Inc., States- 
ville, N. C. The new firm is in 
limited production on a new line 
of large polyethylene fusion 
molded parts, such as tanks and 
drums. 


Menley & James Lab 


Philadelphia—Smith Kline & 
French Laboratories set up a new 
subsidiary, Menley & James Lab- 
oratories, to market its non- 
prescription drugs. Smith Kline 
produces ethical drugs, which re- 
quire a doctor’s prescription 


ASSURANCE 


Genuine ALLEN prod- 
ucts are available only 
through yourALLEN 
Distributor. He main- 
tains complete stocks 
close by to help cut your 
freight costs, inventory, 
warehousing and han- 
dling. He offers fast, 
single-source service. 
He knows Allen prod- 
ucts. And he makes 
Allen Engineering Serv- 
ice available to you any 
time. Call him! 


Meetings You May Want to Attend 


FIRST LISTING 


National Association of Aluminum Dis- 
tributors—11th Annual Convention, Arizona 
Biltmore Hotel, Phoenix, Nov. 15-18. 


industrial & Government Surplus Trade 
Exposition—Veterans Memorial 
Columbus, Ohio, Nov. 25-29. 


Auditorium, 


1962 


NAPA, Public Utility Buyers Group—An- 
nual Conference, February 4-6. 


Gravure Technical Association Convention 
Hotel Commodore, New York City, Feb. 26- 
March 1, 1962 


1962 Indiana Industrial Show—Manv- 
facturers Building, State Fair Grounds, Indian- 
apolis, April 4-6. 


American Management Association 
National Packaging Exposition, 
City, April 9-12. 


31st 
New York 
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JUST PUBLISHED 
TECHNIQUES of 
VALUE ANALYSIS 
and ENGINEERING 
By LAWRENCE D. MILES 
Mgr. of Value Service, General Electric Co 
Here’s a book that shows you how 


to cut needless costs from manufac 
turing operations and improve prod 


uct performance as well It details 
everything you should know 

from applying value analysis su¢ 
cessfully to “anything that costs 
money” to improving operations 
in manufacturing, purehasing prod 
uct design, sales, and much more 
Analyzing product functions, identi 
fying exactly those desired, putting 
the right cost on each function are 
also covered in detail. It identifies 
non-working costs. More, this prac 
tical book includes scores of Case 
histories showing how value analy 
sis slashed manufacturing costs up 
to 25% (Two typical cases: how 
an electric clock factory cut freight 
rates 32% how th ‘bulldozer 
thinking” technique saved the U.S 
Navy $440,000 on just one procure 
ment.) How this dynamic system 
ean do the same when applied in 
your own operations is fully shown 
in over 250 pages of vital facts 
working instructions, and illustra 
tive case examples. 275 pp., 90 illus., 


$8.50. 
ys 


MEASUREMENT and CONTROL 
of OFFICE COSTS 


Just Out. Gives you easy access to 
simple techniques for measuring and 
controlling office costs quickly and 
inexpensively. A complete catalog of 
office manual and machine time 
By 8. A. Birn, R. M. Crossan, and 
RK. W. Eastwood. 318 pp., 99 illus., 
87.50. 


PURCHASING HANDBOOK 


Over 200 experts give a wealth 
of facts, principles, methods, and 
data on tested practices and opera 
tions of every phase of purchasing 
Editor-in-Chief: George W. Aljian. 
1388 pp., over 200 illus., $18.00 (pay- 
able $6 in 10 days, $6 monthly). 


STATISTICAL FORECASTING 
FOR INVENTORY CONTROL 


This practical book 


you 


thoroughly ex 


plains how to design an_ efficient 
economical inventory control system 
through better routine short-range 


forecasting. By R. G. Brown, Arthur 
D. Little, Ine. 233 pp., 68 illus., $7.75. 


¢ | BREE EXAM 
McGraw-Hill Book Co., Dept. PWK-11-6 
327 W. 41st St., New York 36, N. Y. 
Send me book(s) checked below for 10 days’ ex- 
amination on approval. In 10 days I will remit for 
book(s) I keep plus few cents for delivery costs, 
and return unwanted book(s) postpaid. (We pay 
delivery costs if you remit with this coupon—same 
return privilege.) 
Miles—-Tech. of Value Analysis & Eng.—$8.50 
(2 Birn et al.—Meas. & Control of Office Costs 
$7.50 


© Aljian—Purch. Handbook— $18.00 (or $6 it 

) Brown— Stat. Forecasting For inv. Control 
(PRINT) 

Name 

Address 

City Zone State 
Company . 

Position 

For price and terms outside U.S 

write McGraw-Hill Intl., N.Y¥.C. 36 PWK.11-6 


Western Space Age Industries Exposition 
and Conference—-Cow Palace, San Francisco, 
25-29. 


PREVIOUSLY LISTED 
NOVEMBER 


Packaging Machinery Manufacturers 
stitute—Cobo Hall, Detroit, Nov. 7-10. 


April 


In- 


Central Area Shipper-Motor Carrier Con- 
ference—Annual Meeting, Sheraton Towers, 
Chicago, Nov. 8-9 


7th Annual Eastern Industrial Packaging 
and Handling Show—Society of Packaging 


and Handling Engineers, Baltimore, Md., Nov. 
13-14. 


19th Annual Aerospace Electrical Society 
Display—Pan Pacific Auditorium, Los Angeles, 


Nov. 15-17. 


National Electrical Manufacturers Associa- 
tion—35th Annual Meeting, Plaza Hotel, New 
York City, Nov. 16. 


Custom molded 
by CMPC 


APPLICATION: Outside case, battery case 
and send-receive knob molded for Globe 
Electronics ‘Pocketphone’ 2-way radio. 
ADVANTAGES: The CMPC-developed 
method of molding ABS contributed 
greatly to the successful engineering and 
sales of the ‘Pocketphone’. A special 
plastic was needed, combining thinness 
with impact strength, a desirable luster, 
and low cost. ABS suited the require- 
ments as expertly handled by Chicago 
Molded engineers. Specify CMPC— 


custom plastic molders for over 40 years. 
CHICAGO MOLDED 


CMPC 
Ae ‘ PRODUCTS CORPORATION 


1020-H N. KOLMAR AVE, CHICAGO 51, ILLINOIS 


| days, $6 monthly 
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Mop handle has 
built-in germ fighter 


Custom molded 
by CMPC 


APPLICATION: A one-piece, flexible mop 
handle with a built-in inhibitor of bac- 
teria, odor causing germs and mildew. 
ADVANTAGES: Here was another chal- 
lenge met squarely by CMPC . , 
build-in a germ fighter as an important 
sales-building feature. Polypropylene 
and a proven-effective bacteria fighter 
were combined and injection molded in- 
to ‘‘Kleen-Puff’’ ® mop handles. Strong, 
yet lightweight and flexible—they offer 
healthful protection for a year and longer. 
Specify CMPC . . . custom plastic mold- 
ers for over 40 years. 


( Y Vi i ’ CHICAGO MOLDED 
4 PRODUCTS CORPORATION 
1020-H N. KOLMAR AVE, CHICAGO 51, ILLINOIS 


In the World of Sales 


R. T. Mathias—to vice president, 
sales, Leach International, a subsidiary of 
Leach Corp., Zurich, Switzerland. 


Scott B. Wescott—to manager of sales, 
Alliance Ware, Crane Co., Chicago. 


William H. Wishart—to sales man- 
ager, industrial hardware, Stanley Hard- 
ware Div., The Stanley Works, New 
Britain, Conn. 


Malcolm K. Jones—to manager of 
sales and services, Colorado Fuel and 
Iron Corp., Reallock Fence Div., North- 
ern Calif. District, Denver. 


G. Landgraf, Jr.—to assistant to the 
manager of can stock sales, Kaiser Alumi- 
num & Chemical Sales, Inc., Oakland, 
Calif. 

Frank M. Summers—to manager of 
national, commercial, and lubricant sales, 
Esso Standard Region, Humble Oil & 
Refining Co., New York City. 


Nelson C. Corcoran, Jr.—to general 
sales manager, Waterbury Rolling Mills, 
Inc., Waterbury, Conn. 


Guy Reny—to general sales manager, 
Thomas Collators, Inc., New York City. 


Arthur G. Fitzpatrick—to sales mana- 
ger, Omnitronics, Inc., subsidiary of Borg- 
Warner Corp., Philadelphia. 


Joseph A. Donovan—to eastern dis- 
trict sales manager, Natco Corp., Pitts- 
burgh. 


J. W. Wallace—to assistant to the sales 
manager, Avicel Sales, American Viscose 
Corp., Philadelphia. 


Louis C. Grannis—to district sales 
manager, Motorola Semiconductor Prod- 
ucts Inc., Phoenix, Ariz. 


Now it’s easy- 
with ultrasonic machining... 


using NORBIDE* boron carbide 


Ralph E. Werley, Jr.—to director of 
sales for organic chemicals, Organics Div., 
Olin Mathieson Chemical Corp., New 
York City. 


George Mena—to distributor sales 
manager, Stancor Electronics, Inc., Chi- 
cago. 


Robert A, Anderson—to district sales 
manager, Vickers Inc., Div. of Sperry 
Rand Corp., Bensenville, Ill. 


Arch T. Hoyne—to Midwest district 
sales manager, Cornell-Dublier Elec- 
tronics, Div. of Federal Pacific Electric 
Co., Newark, N. J. 


Vincent E. Bochnak—to Steam Tur- 
bine Sales, De Laval Steam Turbine Co., 
Trenton, N. J. 


John Engle—to sales promotion mana- 
ger, Le Roi Div., Westinghouse Air 
Brake Co., Sidney, Ohio. 


William M. James—to vice president 
in charge of sales, Sherr-Timico, Inc., St. 
James, Minn. 


John A. Middleton—to product sales 
manager, General Electric Laboratories, 
Inc., Cambridge, Mass. 


Richard G. Jones—to sales manager, 
microwave equipment, Motorola, Inc., 
Chicago. 


Paul D. Garvey—to manager of sol- 
vents, Esso Standard Region, Humble Oil 
& Refining Co., Sidney, Ohio. 


Robebrt G. Butterwich—to advertising 
and sales promotion manager, Minne- 
apolis-Honeywell Regulator Co., Minne- 
apolis, Minn. 


On this Sheffield-Cavitronk Ultrasonic 
Machine Tool is shown the set-up for ma- 
chining a motor laminator of ferrite a 
material with the hardness of sapphire and 
the machinability of glass. Illustrated sep- 
arately are a finished laminator and the 
The 


two cutting tools involved smaller 


tool (A) first machines the small slots 
around the center of the ” hole in the 
laminator to a tolerance of +.001”. The 


larger tool (B) then machines the 16 
wedge-shape slots simultaneously, concen 
tric withO.D. and I.D. within .002” T.I.R. 
“Working” this complex ferrite shape is 
typical of the capability of Sheffield Ultra- 
sonic machine 


tools and NORBIDE boron 


carbide abrasive in broadening the ma- 


chinability of modern materials 


Yesterday, materials like ceramics, refractories and various new alloys were re- 
garded as too hard or too brittle for conventional machining. Today, precision- 
machining these and many other materials is routine with ultrasonic machine 


tools. 


Equally routine in this rapidly expanding field of machining is the use of 
NORBIDE boron carbide. Recommended by Sheffield and other machine tool 
builders, this Norton-developed abrasive has proved itself the ideal cutting agent. 

Driven by a vibrating ultrasonic force, far beyond the range of the human ear, 
NORBIDE grit hits the work with an impact of 150,000 times the grain’s own weight 

without fracturing. Second only to diamonds in hardness and recognized as 
much more effective than silicon carbide grain, the Norton achievement is so free 
from impurities that every ounce delivers high-precision, trouble-free cutting 
action with maximum power and longest life. 


Get more facts from your Norton Man on this tre- 
mendous advancement in modern machining. Find out 
how it can help you improve and economize your own 
production. See your Norton Distributor or write to 
Offices, Worcester 6, 


Norton Company, General 


WNORTONY 


BORON CARBIDE 


Mass. Plants and distributors around the world. 


*Trade-Mark Reg. U.S. Pat. Off. and Foreign Countries 
Making better products...to 
NORTON PRODUCTS: Abrasives « Grinding Wheels « 


G-418 
make your products better 


Machine Tools « Refractories * Non-Slip Floors 


BEHR-MANNING DIVISION: Coated Abrasives * Sharpening Stones « Pressure-Sensitive Tapes 
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Modified Carbon 


Steel Developed 


For Building Refrigerated Tanks 


New York—Phillips Chemi- 
cal Co. and Phoenix Steel Corp. 
said they have developed a 
modified carbon steel for build- 
ing refrigerated tanks which 
costs less than $200/ton, com- 
pared to $400/ton for the alloy 
steels specified for this purpose. 

Phillips suggested the formula 
and Phoenix produced the steel, 


which was used to build four 
tanks for two new refrigerated 
barges. Phillips is using the 
barges to transport liquid an- 
hydrous ammonia fertilizer, 


chilled to —28F, from Galveston, 
Tex., to East St. Louis, Ill. Each 
of the four tanks is 16 ft. in 
diameter and 242-ft. long. 

The new steel was developed 
as a result of the belief of Phillips 
that it would be more economical 
to transport the fertilizer, as well 
as propane gas, if refrigeration 
rather than high pressure was 
used to keep the cargo in a liquid 
state. But the metal to be used 


Former P.A. to Direct 
Mid-East Electronics: 
Materials Control Dept. 


Springfield, N. J.—Mid-East- 
ern Electronics, Inc., has named 
a former purchasing agent, Ar- 
thur L. Morrison, to head up 
its new Materials Control Dept. 

Morrison previously was man- 
ager of purchases for the Vortac 
product line of International 
Telephone & Telegraph Corp. in 
Nutley, N. J. He also was di- 
rector of purchases at Weston 
Electrical Instrument Corp., 
Newark, N. J., from 1934 to 
1957. 

In his new post, Morrison will 
have control over the flow of all 
parts and materials at Mid-East- 
ern from the design stage right 
through to the shipment of fin- 
ished instruments. In addition 
to purchasing, his job will in- 
volve cost accounting, expedit- 
ing, inventory control, receiving, 
and production scheduling. 


Enjay Chemical Adding 
MIBK to Product Line 


New York—Enjay Chemical 
Co., a division of Humble Oil & 
Refining Co., said it will add a 
new product, methyl isobutyl 
ketone, to its line of solvents and 
chemical intermediates. 

MIBK is used in the manufac- 
ture of lacquers, organic coatings, 
and adhesives. It also is used in 
lube-oil dewaxing processes. 

R. K. Dix, Enjay vice presi- 
dent of product management, 
said new manufacturing facilities 
will be built at Humble’s Bay- 
way, N.J., refinery to produce 
the MIBK. The addition is ex- 
pected to be completed and on 
stream by the middle of next 
year, he said. 


Storage Cavern Started 


Marcus Hook, Pa.—Sun Oil 
Co. has started construction of 
an underground granite cavern 
for the storage of liquid pro- 
pylene. 

The $500,000-project is sched- 
uled for completion in mid-1962 
and will hold 75,000 bbl. The 
cavern adjoins the firm’s refinery 
here. 
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in the tanks, in order to meet 
Coast Guard safety requirements, 
had to pass stringent drop-weight 
tests of 20 ft.-lb. at —40F. 

According to J. A. Sisto, 
Phoenix president, no domestic 
steel maker had ever produced a 
carbon or  carbon-manganese 
steel to meet these standards. 
The economy of refrigerated 
barges would have been question- 
able if one of the more expen- 
sive alloy steels had been used, 
he said. 


HOLD MOST! 


She is holding WJ “Favorite” File 
No. LV-9117A with “NO-TYE” 


Elastic Cord 


| New ‘Operation Mudpie 


Stores Liquid Gas in Soil 
Frozen by Buried Pipes 


Lake Charles, La.—A new 
“frozen earth” method for storing 
liquid gases was demonstrated 
here. Advantages over present 
storage methods are greater 
safety and lower cost. 

At the test site, the ground was 
pre-frozen by buried refrigerant 
pipes, and a hole 20 ft. deep and 
20 ft. across was cut out and 
sealed with a vapor-tight alu- 
minum roof. 

Then 850 barrels of liquid 
methane were pumped in and 


stored for 30 days at 
Project scientists reported no gas 


-258 F. 


leaks and 
problems. 

The project, dubbed “Opera- 
tion Mudpie,” was sponsored by 
Conch Methane Services, Ltd., 
London, and Constock-Pritchard 
Liquefaction Corp., Kansas City. 


no ground swelling 


Previously Useless Ore 


Converted Into Pig Iron 

New York—Bethlehem Steel 
Co. has developed a process for 
converting previously unusable 


iron ore into pig iron. The firm 
said the new process will allow 
utilization 


of millions of tons 


a 


of previously passed-over ore, 
mostly from the Lake Superior 
region. 

The new patented method al- 
lows utilization of ores contain- 
ing as much as 15% water. The 
ore is mixed with dry flue dust or 
coke to reduce the water content. 
The resulting mealy mixture may 
then be passed over sintering 
screens for metal extraction. 


Time Sold on Giant IBM 


Baltimore, Md, — Westing- 
house is selling available time on 
its new king-sized IBM 7090 
computer, installed at Friendship 
Airport here. Computer Con- 
cepts, Inc., is the firm’s agent. 


EXPAND MOST! 


| 
4 


WILSON JONES FAVORITE EXPANDING FILES 


...expand to greater capacity than any other stock files you 
can buy. Thus fewer files hold more records... save you 
money and space. Reinforced gussets and extra stretch mean 
less wear and tear in constant daily use. There’s a Wilson 
Jones expanding file for every office need, many with famous 


“NO-TYE” elastic cord. 


This convenient display in your stationery store makes 


it easy to choose the right files. 


COOKE & COBB DIVISION 


WILSON JONES 


209 S. JEFFERSON ST. CHICAGO 6 - NEW YORK - 


BOSTON - 
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PROFITS SET TO SPURT 


Profits 
(Scale at Left) 


Margins 
(Scale at Right) 


4 
Source: Commerce Dept and FIC Projections by P/W 
1 i 1 it j 3 
‘59 ‘e 102 22 322 4 102 20 1% 40 
» 1961 1962 


New York—Improving cost 
price relationships are spurring a 
Sharp recovery in net corporate 
earnings—and the outlook is for 
manufacturing industries to reach 
record profit peaks by mid-1962. 
That’s the glowing picture that 
emerges from a corporate profit 
study just completed by the Mc- 
Graw-Hill Dept. of Economics. 

Starting from a first quarter 
low of $39.6-billion (annual rate), 
pre-tax profit rates rose 20% by 
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the end of the third quarter (see 
chart). Based on previous postwar 


BAW) 


“ EVERYTHING HINGES ON HAGER!.’ 


eS 
er 


We'll make IT for you! For standard (5,000 different types 
and sizes) or special hinges, write or wire: C. Hager & 
Sons Hinge Mfg. Co., Victor & ‘'I'’ Street, St. Lovis 4, Mo. 


In Canada, Hager Hinge Canada Ltd., Kitchener, Ont. 


Founded 1849, Every Hoger Hinge Swings on 100 Yeors of Experience 


recovery patterns, the surge is 
projected to a record $57-billion 
rate—an over-all 44% increase— 
before peaking out after the end 
of the second quarter, 1962. 

Though gross profits and profit 
rates will reach a peak, profit 
margins are not expected to re- 
turn to 1956’s high of 5.2% 
after-tax profits as a percent of 
sales for 1962 are estimated as 
4.9%, reflecting continued pres- 
sure on margins by the cost-price 
squeeze. 


Reasons for Recovery 


According to the McGraw-Hill 
study, the two main reasons for 
this unprecedented _ profit 
covery are: 

®@ Production pickup: The Fed- 
eral Reserve Board’s industrial 
production index averaged 113 
(1957100) in the third quarter, 
compared with the recession low 
of 102 last February. The out- 
put index is now well ahead of 
the previous peak reached in 
January, 1960. The industrial 
operating rate has bounced back 
to about 84%, compared with 
less than 75% at the bottom of 
the recession. And the rate of 
capacity utilization of manufac- 
turers will soon pass the 85% 
mark. 

Higher output means lower 
unit costs and rising profits. In 
the three earlier postwar busi- 
ness recoveries, total corporate 


re- 


said it couldn’t 
be done... 


GENERAL DID ITI! 


ae 
ae 


MEGS 


. 
. 


«3 


4 

y , 

5 The manufacturer of heaters wanted a hearth bottom — 
3 a fluted, gold-anodized aluminum extrusion. Specifications 
23 called for a 7” x.050” shape. Extruders with presses that 
vw take 8” diameter billets said it couldn’t be done because of 
=! the thinness, too great a reduction ratio. 

Sp, _ , ‘“ 
“a G.E.I. engineers came up with the extrusion, on a 5 
‘press! The shape is extruded half round, then straightened, 
% notched and bent, holes punched, and finally gold-anodized. 
ss ‘ : — 

< If you have a problem involving aluminum fabrication, 
* finishing or extrusion, why not take it to General, pioneers 
4 in developing new uses for extruded aluminum 

<t 

4 GENERAL EXTRUSIONS, INC. 
~Y, 

z 4040 LAKE PARK RD., YOUNGSTOWN, OHIO 

a _ Sales Offices At St. Louis, Chicago, Pittsburgh, 

a] Cincinnati, Cleveland, Grand Rapids, Chattanooga 

es Consult your classified phone book under Aluminum Products 
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profits climbed roughly 2.8 points 
in profits for every one point gain 
in production. If this 2.8 to 1 
relationship holds this time, a 
1 5-point increase in output would 
result in a 40% increase in profits 
to a rate of $55-billion. This 
output rate should be attained, 
the study forecasts, in the first 
quarter of 1962. 

@ Productivity gain: Since Feb- 
ruary, Output per man-hour has 
been climbing at the spectacular 
rate of 742% a year—a postwar 
pace previously equalled only in 
1950, 1955, and 1959. 


Added Significance 


This steep gain in productivity 
assumes added significance when 


German Drug Company 
Invading U.S. Market 


New York—The German 
chemical firm, Farbenfabriken 
Bayer, A. G., plans to manufac- 
ture and sell pharmaceutical 


drugs in the U. S. 

The firm hopes to start produc- 
tion and sales by 1962. It was not 
announced what products will be 
nroduced, but all must be ap- 
nroved by the Federal Food & 
Drue Administration. 

Farbenfabriken is one of the 
nost-war successors to the huee 
tT. G. Farben combine which 
made dves, chemicals, and a num- 
| ber of drugs. 
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costs is investigated. Over the 
past year, average hourly rates of 
factory workers have risen only 
3% —from $2.30 to $2.37/hr. 
For the same period over-all in- 
dustrial prices show no increase 
at all. 

The only conclusion: Unit pro- 
duction costs have been, and are 
being, sharply reduced. 

And this trend will continue 
into 1962, according to the study. 
rhe pattern of wage increases in- 
dicated by the General Motors 
contract and the outlook for wage 
gains in soft good manufacturing 
indicate that average labor costs 
in manufacturing will increase 
only about 342% through 1962. 

This mild cost rise would be 
more than matched, even if pro- 
ductivity increased at only half 
its current rate. 


No Run Away Seen 


Material costs are not likely 
to run away either. Industrial 
prices, on the average, do not 
appear likely to go up more than 
2% next year. And it is possible 
that, with the increasingly efh- 
cient use of materials, industry 
could actually cut its material cost 
per unit of production in 1962. 

The relatively stable price out- 
look for industrial materials 


modifies, of course, the profit 


Economists See Steep Profit Gains by Mid- 62 


prospects of corporations that 
manufacture them. Even so, the 
anticipated reductions in unit 
costs are expected to widen manu- 
facturing profit margins by 14% 
over this year—from 4.3% to 
4.9% of sales, as shown in the 
chart alongside. 

Thus, the record profits projec- 
tion made by the McGraw-Hill 
study, is based not only on higher 
sales volume for 1962, but also 
on greater profit per unit sale. 

A major consequence of the 
climbing level of profits, the study 
points out, will be a greatly in- 
creased flow of capital spending. 
Both positive and negative in- 
centives operate to bring this 
about. 


Two Inducements 

On the positive side, there are 
two powerful inducements to 
modernize plant and equipment. 
rhe first is the urge to keep on 
cutting costs and improving profit 
margins. The second stems from 
the fact that corporate retained 
earnings are expected to climb by 
some 50% —to $13.6 billion—in 
1962. This would push corporate 
cash available for capital ex- 
penditures— retained earnings 
plus depreciation reserves—to by 
far the highest level in our his- 
tory. 


WHERE-TO-BUY 


National purchasing section for new equipment, services, and merchandise 


RATES: $20.70 per advertising inch per ins 


to agency commission and 2°o cash discount 


Send new advertisements or 


“PURCHASING WEEK’ Post Offi 


inquiries to 


ertion. Contract rates on request 


SPACE UNITS: 1-6 inches 
CLASSIFIED ADVERTISING DIVISION 
ce Box 12 New York 36, N.Y 


Subject 


German industries are covered 
French and Spanish 


Please mail my copy of 
shipping charge if prepaid 
Bill me 

Publication Division 


15738 Wyoming Ave. 


Scibt 


America 


NOW! .. .REACH 


WEST GERMAN SUPPLY SOURCES 
Potential Export and Franchise Opportunities 


Publication Division of AMI offers complete directory of German manufacturers, 
classified by industry, product, company 


More than 63,000 products listed in English, 
cross-indexed for quick reference 
\lso lists consulting engineers, banks, trade associations, etc 


Director 


Check enclosed 


Y% MILLION 


ind illustrated trademark All major 


of German Industries, $18.50. No 


coD 


n Machinery Importers, Inc 


Detroit 38, Mich., U.S.A. 


This WHERE-TO-BUY section is a 
special classification for adver- 
tisers desiring advertising of new 
equipment, services or merchan- 
dise in space units smaller than 
the minimum run of book dis- 
play space. Space is available 
in this section in units from one 
to six inches. For low rates, 
Write: 


PURCHASING WEEK 
POST OFFICE BOX 12 
NEW YORK 36, NEW YORK 


for immediate delivery 
"moan BOLTS 
certified aircraft quality 


Mercury 12 point external wrenching 
manufactured from high tensile 
re- 


h 
19039; 
9086 thru 
Exotic materials available. 
Write for Catalog 266. 
AN—N.A.S.—M.S. and 6-digit hardware. 
Immediate delivery of standard sizes 
Mercury air parts co., inc. 
9310 West Jefferson Bivd., Culver City, Calif. 
Telephone—UPton 0-5923—Teletype—CVR CY 4138 


FACTURER F PRE ION HARDWARE 


| » NEW, IMPROVED KANT-SLAM 
HYDRAULIC DOOR CHECK 


‘STOPS SLAMMING DOORS! 


CLOSES 


and Gates—Easily, Gently, Smoothly 
STOPS Slamming . . . Banging . . . Broken Door 
Glass ... Insects... Drafts...Heat Loss 


KANT-SLAM closes doors with efficiency 
human hand. Hydraulic action 
check—piston works in oil. New! 
packing for smoother-than-ever, more 
cient operation! 3 years trouble-free 

Price about half of other hydraulie controls 
Works any place along hinge side of door 


Improv 


bottom—either right or left hand doors 
completely —self-contained-——door and hi 
lutely free of any strain or pressure. H 


when past 90 degrees 


. ‘ , : P Oak Ridge Atomic Energy 

Only one size Check required—three sizes easily detach Plant, University of North 

able springs available for various size doors. Simple Carolina, Great A. & P 

screw adjustment for closing speed Tea Co., United States 

’ m Steel Co., General Elec 

Order on 30 Days’ FREE TRIAL at $11.95 f.0.b. Bloomfield, Indiana, tric Co., Rutgers Univers 

or write for complete details. itv Northrop Aircraft 

Fuller Brush “o., Carna 

KANT-SLAM DOOR CHECK Co. tion Co, shell Oil Co. 
Kraft Foods 


5261 West Spring St., 


Large or Small Doors, Screen Doors 


NOT an air 


effi 
service guaranteed 


Bloomfield, Indiana 


of 
ATTRACTIVE DA°K BRONZE 
METALLIC LACQUER FINISH 
HAMMERED BRONZE EFFECT 


$4 74% 


ed 


top, middle or 
KANT-SLAM is 
are abso 
olds door open 


Used by Hundreds 
of Nationally- 
known Firms 


nges 
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Tough AO vinyl-impregnated gloves 
outwear untreated canton flannel as 
much as 6 to 1 in comparison tests... 
and still give you a sensitive “touch.” 
Dirt, oil and water repellent, these 
pressure-impregnated gloves can be 
laundered. You get real economy in 
glove life with both men’s and wom- 
en’s sizes, slip-on or knit wrist styles. 

For workers performing tasks that 


YO 4 OU! 


d/ 


ef Prot } 
a FF TOCISCl 


call for a good grip and sensitive 
touch, lightweight AO goatskin leather 
gloves protect against mild heat and 
minor cuts and scratches. Made of 
imported skins, these long-wearing 
gloves are unusually soft and flexible, 
water and oil repellent. Natural lano- 
lin helps keep hands in good condi- 
tion. In band top and knit 

stvles, men’s and women’s sizes. 


wrist 


COMPANY 


NEWS FROM AO 


Where the going’s rough, or when jobs require a soft touch... 


AO Has the Gloves You Need 


You can find the gloves to meet 
almost any need in the full AO line. 
To get high heat resistance and long 
wear, check AO heat gloves and mit- 
tens made of specially-tanned cow- 
hide. And for welders, there are 
quality ‘““‘Drednaut”’ models. For full 
details and prices, contact your near- 
est AO Safety Products Representa- 
tive, or write direct. 


SURE-GUARD Produ 


American © Optical 


SAFETY PRODUCTS DIVISION + SOUTHBRIDGE, MASSACHUSETTS 
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| cumulations in lines and tank 
bottoms. The liquid is soluble in 
crudes and insoluble in water, 


Prod uct Briefs and prevents deposits in tubing, 


Caster wheels with Adripene| variation, the %-hp. drive gives |407 East St., New Haven, Conn. | flow lines, gas lift wells, etc. Ha- 
polyurethane elastomer treads/| output oe owe 10 rpm. _ 
bsorb vibration and roll easily.|imum to 4, rpm. maximum. |. , "lPe 
The sterial is not affected by | Sterling Electric Motors, Inc., inforced fiberglass sections en-| Pa 


chemicals, petroleum products,|5401 Telegraph Rd., Los Angeles |cased in — — =! Multiple-strand brush wire 
ild acids, alkalis, weathering, or| 22, Calif. comes iB any OF Eve Comms. 
mild acids, , ag, or | 22, 


ion. Rapids-Stand weighs about one-third less than| with .005-in. dia. extends manu- 
ozone conversion. Rapids-Stand- 


Reduction gear boxes for frac-| side. It has 
variable speed | toughness, chemical resistance, 
d double units| and good electrical properties, 
and is available for evaluation in| 
5-yd. rolls of 1-in. wide tape. 
Connecticut Hard Rubber Co., 


tional horsepower, 
drives are single an 
available in % hp. through % 
hp., with speed variations from 
2:1 to 10:1. With 2:1 speed| 


Inc., 342 Rapistan| Polyvinyl fluoride tape is avail-| wood or metal doors and can be 


; . ‘able with a pressure-sensitive 
Bldg., Grand Rapids 2, Mich. | silicone polymer adhesive on one 


high weatherability, 


hosed down for cleaning. Avail- 
able sizes are 8 ft. wide by 7 ft. | be 


Frantz Mfg. Co., Sterling, Ill. 


67 years of service to the Industrial Middle West 


Here, since Inland’s earliest days in the business 
of making steel for industry. And as this phe- 
nomenally productive area grew in stature and 
might, so too did Inland—learning at first hand 
the limitless needs of Wisconsin’s creative men. 
For out of this electrifying atmosphere has come 
a bewildering array of products . . . 20-stories- 
high power shovels, enormous earthmoving 
equipment, materials handling equipment, giant 
overhead cranes, drilling pipe, transmission pipe 
—the “Big Inch” for the nation’s oil and gas in- 
dustry—millions of cans for the brewers of beer 
and the state’s great vegetable pack, mining, 
dairy and road-making equipment. . . turbines, 
electric and diesel engines . . . automotive frames, 
mufHlers and ignition systems. Here, too, is the 
home of the biggest single auto-assembly plant 


in the nation. 


From Wisconsin comes wonderful cheese and 
dairy products, more canned peas than from any 
other state in the Union, cherries, cranberries 
and the products of our country's greatest paper 
mills. Here, is Taliesin-East, Frank Lloyd Wright’s 
famous workshop for architects... the white 
frame house where in 1854 the Republican Party 
was born...the shipbuilding towns along the 


shores of Lake Michigan ...millions of acres of 


One of a series depicting market areas served by Inland - Art by Tom Kamifuji 
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game-filled forests, thousands of crystal-clear 
lakes and the best muskellunge fishing in the 
north. And here, is Milwaukee . . . with its famous 
“Braves,” its great harbor, its sauerbraten, its 


bratwurst and its .. . Gemiitlichkeit. 


Here, in Milwaukee, Inland Steel established its 
first District Office. Here, Inland is not only a 
supplier of steel, but an intimate part of the 
whole—buyer of machines and equipment for its 
mills—mining its limestone at Manistique, iron 
ore at Ishpeming, Iron River and Crystal Falls in 
Upper Michigan—building its ore carriers like 


the giant “Edward L. Ryerson” at Manitowoc. 


Today Wisconsin manufacturers look to Inland 
for sound metallurgical advice, depend upon 
Inland for prompt steel delivery, know the com- 
pany’s long record of quality and service. As it 
has been in the past, Inland is here ...and here 


it will be in all of Wisconsin’s great tomorrows. 


INLAND STEEL COMPANY 


30 West Monroe Street Chicago 3, Illinois 


Sales Offices: Chicago * Davenport * Detroit * Houston * Indianapolis 
Kansas City * Milwaukee * New York * St. Louis * St. Paul 


Other Members of the Inland Family: Joseph T. Ryerson 
& Son, Inc. « Inland Steel Products Company « Inland Steel 


Container Company* « Inland Lime & Stone Company 


*Division SINLANGS 
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facturer’s range from .005 in. | 
through .018 in. The wire can | fences operates on a low fre- 
supplied with exact wWif€| quency and transmits an elec- 
high to 24 ft. wide by 16 it. high. | counts ranging from 50 to 2,000 tronic wave to detect the ap- 
|wires per strand. Sizes .008 in.| proach of intruders. It reports 
and lower are pin-crimped an 

Paraffin inhibitor is organic|coarser sizes are gear-crimped.| nit. The system can be installed 
formulation that prevents deposi-| National-Standard Co., 
‘tion and disperses existing ac-| Mich. 


Acid solution strips silver from 
copper, brass, and other copper 
alloys by immersion, and can be 
used to bright dip silver-brazed 
assemblies. The ready-to-use 


gan Chemicals & Controls, Inc.,\solution operates without current 
Industrial roll-up door has re-| Hagan Center, Pittsburgh, 30, | 


or etching base materials and 
| strips at the rate of .0001 in. per 
| minute. MacDermid, Inc., Water- 
| bury 20, Conn. 


Electronic system for perimeter 


trespassers to a remote monitor 


Niles, alone, onto an existing fence, or 


‘adapted to rows of multipane 
|windows. The Powers Regula- 
tory Co., 3400 Oakton St., Sko- 
kie, Ill. 


Shelving components assemble 
in minutes to form sturdy sec- 
tions without the need of nuts, 
bolts, or tools. The three basic 
components—uprights, shelves, 
and shelf supports—interlock by 
means of slots punched on inner 
faces of uprights and eliminate 
tle need for sway braces. Aurora 
Steel Products Co., 153 Third 
St., Aurora, Ill. 


|. Adhesive with water base lam- 
‘inates aluminum foil to paper, 
|plastics, and other surfaces. It 
\can be applied by conventional 
|coating machines, flow gun, or 
| Spray gun, and dries transparent. 
| Rubba, Inc., 1015 E. 173rd St., 
| New York, N.Y. 


| 

| Epoxy-based material is one- 
component powder for easy 
‘handling in potting applications. 
|It shows low shrinkage, low co- 
| efficient of thermal expansion, 
|high thermal conductivity, and 
outstanding electrical character- 
istics. Physical shock properties 
are also excellent. Hysol Corp., 
Olean, N.Y. 


Hydraulie fittings available in 
cross, tee, and elbow shapes per- 
mit custom assembly of hydraulic 
manifolds from standard com- 
ponents. Eleven sizes provided 
range from % in. to 2 in. with 
|a standard female Flodar Port 
/or one end and a male swivel 
|head fitting opposite. Flodar 
'Corp., 16911 St. Clair Ave., 
| Cleveland 10, Ohio. 


|  Tweezer line for use in elec- 
tronic assembly work offers 75 
different types as stock items. 
Most are available in regular car- 
bon steel, stainless, and a special 
_anti-acid and anti-magnetic stain- 
less. A few special models are 
|available also in nickel, silver, 
‘and brass. Hunter Tools, 9851 
| Alburtus Ave., Santa Fe Springs, 
Calif. 


Barrel finishing machine pro- 
duces 3,600 vibrations per min- 
ute for deburring, deflashing, pol- 
ishing, and descaling operations. 
It has a push-button for rinsing 
and unloading, a capacity of 6 
cu. ft., and takes about 33% less 
floor space than similar models. 
Syntron Co., 936 Lexington Ave., 
Homer City, Pa. 


Insulating coating for elec- 
tronic applications is recom- 
mended for continuous operation 
up to 300 C. The material is 
abrasion resistant, has good gen- 
eral weathering resistance, and 
excellent adhesion. Columbia 
Technical Corp., Woodside, New 
York. 
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Product Perspective 


ETALS AND PLASTICS are battling more ferociously than ever for a 
number of jobs—and product designers expect the competitive pace to 
speed up even more as more of the so-called “engineering plastics,” such as 
Delrin and Celcon, come on the market. The final choice of a material, the 
experts believe, still depends on the job at hand—metals are best for some 
products, while plastics are a better bet on others. 
Here’s how the two groups of materials stack up property-wise, according 
to Malcolm Riley and Donald Peckner, recent speakers at a Society of Auto- 
motive Engineers industry forum: 


® Electrical Resistance—Metals conduct electricity while plastics are insu- 
lators. Since plastics insulate, they are used in many applications such as 
hand tools, distributor parts, and vacuum tube bases. Plastics can conduct 
electricity to a degree if a conductor is mixed with the resin before it is 
formed. For example, a carbon-filled DAP compound is being used by an 
instrument company to replace resistance wire in a precision potentiometer. 


®@ Thermal Conductivity—High thermal resistivity goes hand in hand with 
electrical resistivity, and plastics, as a group, are notable thermal insulators. 
Thermal conductivity value for most plastics is approximately 0.1 btu/ft./hr./ 
ft."/F. This compares with values of 222 for copper, 28 for cast iron, 10 
for Type 302 stainless, and 97 for tungsten. 


©@ Weight—Plastics are generally lighter than metals. This can be a critical 
—and often decisive—advantageous factor in materials selection, or it can 
be a disadvantage depending on the design needs. 


©@ Expansion—The tremendous difference in thermal expansion character- 
istics requires careful consideration when changing from metals to plastics. 
The coefficient may range from about 4 x 10° per F for phenolics to 6 x 
10° per F for cellulose acetate. Coefficients of metals are many times lower 
than these values, that is about 0.8 x 10° per F for mild steel and 1 x 10 
per F for ordinary brass. 


®@ Colorability and Appearance—Plastics are hard to beat when it comes 
to colorability. The wide range and depth of colors in plastics can only be 
approached by special coating or finishing techniques on metals. On the 
other hand, durable, glistening chromium plates (obtainable, for example, on 
zinc die cast exterior auto parts) are difficult to duplicate in plastics. 


© Optical Clarity—This is a useful property unique to some plastics which 
cannot be duplicated in metals. Such materials as acrylics, certain cellulosics 
and general purpose polystyrene can provide glass-clear transparency. This 
is used in windows, camera lenses, and many optical devices. 


® Chemical Resistance—Chemical resistance of most plastics is outstand- 
ing, although some metals also do well in this area. Individual plastics have 
a breadth of resistance to corrosive agents equal to and usually greater 
than that of most commercial metals and alloys. Fluorocarbon plastics, such 
as Teflon, for example, are inert to virtually all chemicals, with the exception 
of some molten metals. Temperature, however, can be a limiting factor. 
Few thermoplastics retain their chemical stability at temperatures of 212 F. 


®@ Weatherability—Weatherability of metals depends strictly on effects of 
moisture and chemicals in the environment. Most plastics are susceptible 
in varying degrees to attack by ultraviolet radiation, except for fluorocarbons, 
acrylics, and butyrates which remain virtually unaffected. Pigmenting or fill- 
ing plastics with materials such as carbon black or other dark pigments sub- 
stantially improves ultraviolet stability. 


® Tensile Strength—Metals and plastics form a strength continuum ranging 
from approximately 2,000 psi for low density polyethylene, up to 500,000 
psi for cold drawn stainless steel wire. Nonreinforced plastics have only 
moderate mechanical properties ranging up to 16,000 psi tensile strength. 

Reinforced plastics are capable of reaching much higher strength levels. 
Glass-reinforced plastics generally have tensile strengths ranging from a low 
of 8,000-25,000 psi for a mat-reinforced polyester, to 180,000-230,000 psi 
for a unidirectionally reinforced filament-wound epoxy structure. 


© Rigidity—Plastics lack rigidity, relative to metals, and this characteristic 
restricts their use in a large number of structural applications. The modulus 
of plastics is generally low, ranging from 3-8 x 10° psi for nonreinforced, and 
up to 30 x 10° psi for reinforced plastics. Comparative values for metals, in 
general, range from 100-450 x 10° psi. Since plastics bend under load, they 
are eliminated from designs where flexure under load is critical or must be 
minimized. 

© Strength-to-Weight Ratio—The great advantage of plastics, in general, 
arises from their high strength-to-weight ratio. An epoxy-woven fabric rein- 
forced plastic, (with a tensile strength of 85,000 psi and a specific gravity of 
1.85) has a strength-to-weight ratio of 1,270,000 in. as compared with 710,000 
in. for heat treated AISI 4140 (tensile strength, 200,000 psi). 


@ Maximum Operating Temperature—Heat resistance of metals is usually 
far superior. Thermoplastics may be useful at maximum continuous tem- 
peratures ranging from about 140-150 F for general purpose polystyrenes and 
low density polyethylenes, to 185-250 F for the acetals and nylons, to about 
500 F for fluorocarbons. In thermosetting plastics, maximum continuous 
use temperatures are in the 500-600 F range for specially developed materials, 
such as phenyl silanes, certain modified phenolics, and some newer epoxy 
materials. 


30 Purchasing Week 


Here’s your weekly guide to... 


Gatehouse 
Has Wide Visibility 
Gatehouse with wide visibility has 
weather-proof porcelain enamel finish, foam- 
insulated panels, electrical wiring, interior 
lighting, and an electrical plug-in strip. A 
4x4-ft. unit has a swinging door and 4x6-ft. 
and 4x8-ft. sizes have sliding doors on all 
four sides. 
Price: $1,000 to $1,250. Delivery: 4 to 


6 wk. 
Erie Enameling Co., 1400 W. 20th St., 
Erie, Pa. (PW, 11/6/61) SIC +3449 


Portable Circular Saw 
Does Heavy-Duty Work 


Portable saw with 8-in. blade develops 
3,500 rpm. under full load from a %4-hp. 
gas engine. The blade cuts 2% in. at 90 
deg., 1% in. at 45 deg., and is adjustable 
for depth and tilt. The saw weighs 11 Ib. 
and runs for an hour on a 1-pt. tank whose 
position and pump assure full power whether 
sawing up, down, or sideways. 

Price: $119.95. Delivery: immediate. 

Siegler Corp., Comet Diy., 875 Arroyo 
Pkwy., Pasadena, Calif. (PW, 11/6/61) 

SIC +3548 


Tool Cabinet 
Rolls to the Job 


Portable tool cabinet has rear wheels on 
which it can be tilted and rolled to the job. 
Tool storage is provided in four drawers 
(the top one has moveable dividers) and a 
bottom compartment with a top-hinged door 
that slides back into the cabinet. The top 
shelf of the steel cabinet has a back-stop to 
keep tools from sliding off when the unit is 
moved. 

Price: approx. $41. Delivery: immediate. 

Huot Mig. Co., 500 N. Wheeler, St. 
Paul 4, Minn. (PW, 11/6/61) SIC +2599 


Warning Device 


Detects Radar 


Transistorized detection device emits an 
audible warning when it intercepts radar 
beams, indicating radar-controlled speed 
zones. It has a clip for sunvisor attachment 
and a magnetic base for dashboard mount- 
ing where it can remind a driver who may 
be exceeding speed limits. It serves also to 
detect intended speed “traps.” 

Price: $39.95. Delivery: immediate. 

Radartron, Inc., 232 Zimmerman St., N. 
Tonawanda, N. Y. (PW, 11/6/61) 

SIC +3663 


Portable Arc Welder 


Has Protected Controls 


Visored panel of d.c. motor generator arc 
welder extends to protect the unit’s controls. 
Three models—200 amp., 300 amp., and 
400 amp.—are available with 60% duty 
cycle ratings for 50 or 60 cycle operation. 
They have ten main ranges of welding cur- 
rent with 100 steps of v.-amp. adjustment 
in each. 

Price: approx. $560, $620, and $690. 
Delivery: immediate. 

Hobart Bro. Co., Troy, Ohio. (PW, 
11/6/61) SIC +3623 
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Price data that accompany each product description are list or 


New Products approximated prices supplied by manufacturers. Unless otherwise 


noted, prices quoted are for the smallest quantity that can be ordered. 
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Tape Dispenser 


Reduces Waste . ; 
Dispenser cuts tape waste by feeding tape Copy Gus only Peilinent delaits 


onto a scalloped wheel to prevent curling 4 
and permit pickup without touching tape ° 
ends. It also dispenses the tape in exact a pa Dg codls. and how Moot 
lengths adjustable from % in. to 44% in. The > 
unit handles transparent, masking, drafting, Cal ge 4. 
freezer, and autoclave tapes on 3-in. cores. wi 

Price: $19.85. Delivery: approx. 3 days. ° 

Auecntn Mining & Bip, Ce, 500 Be, Cow YY know wher tom appeared 
Ave., St. Paul 6, Minn. (PW, 11/6/61) \ 

SIC +3999 
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Compact Crane 
Has Turn-About Boom 


Portable floor crane comes in two models 
with 1,000- to 2,000-lb. capacities. The 
boom adjusts in height from 6 ft. 7 in. to 
9 ft. 2 in. and increases its reach with a 
12-ft. extension. The boom also revolves 
so that it can lift loads which the base wheels 
can’t straddle or move under. 

Price: $189 and $298. Delivery: approx. 
10 days. 

Hawkeye Industries, 14 S. Main St., Long- 
mont, Colo. (PW, 11/6/61) SIC +3537 


Coding Devices 
Mark Top Surfaces 


Coding devices mark tops of cases, car- 
tons, or any firm, semi-porous surfaces, 
using Porelon plastic cylinders that deliver 
500,000 impressions. Model 300 prints 
a 1-in. high area in continuous, random, or 
registered applications, and Model 200 
prints a /2-in. high legend in continuous or 
random marking. The elimination of inking 
eliminates dripping. 

Price: $192 each. Delivery: immediate. 

Thomas Engineering Co., Skokie, Ill. 
(PW 11/6/61) SIC +3953 


Aluminum Pallet 


Comes in Assembly Kit 


Aluminum pallet for assembly by the user 
comes in six standard sizes from 36x36 in. to 
48x48 in., all with a 1-ton load capacity. 
One man can assemble the pallet, which has 
no exposed fasteners to damage cargo. Re- 
placement parts are available. 

Price: $27.70 to $43.80 each (in quan- 
tities of 25). Delivery: immediate. 

Brooks & Perkins, Inc., 1950 W. Fort 
St., Detroit 16, Mich. (PW, 11/6/61) 

SIC +3537 


Work Platform 


Rolls Through Doorways 


Portable work platform that straddles 
6-ft. obstructions comes in 7- and 10-ft. 
lengths and a 24-in. width that fits through 
doorways. Casters with locking brakes pre- 
vent rolling when in use and a guardrail is 
available as optional equipment. The steel 
and plywood stage has an 800-Ib. capacity. 

Price: $147.50 (7-ft. unit) and $163.50. 
Delivery: 1 wk. 

Universal Mfg. Corp., Zelienople, Pa. 
(PW, 11/6/61) SIC +3449 
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Soldering Iron Holder 
Dissipates Heat 


Soldering iron holder is made of heavy 
gage steel with high heat dissipation. The 
unit (ETR-2790) accepts soldering irons of 
up to % in. in diameter and can be fastened 
permanently to work-bench or shelf in any 
convenient position. It consists of two per- 
forated steel cylinders welded together. 

Price: $1.10. Delivery: immediate. 

General Electric Co., 3800 N. Milwaukee 
Ave., Chicago, Ill. (PW, 11/6/61) 

SIC +3499 


Air Pliers 


Cut Electronic Parts 


Air-powered pliers for use on electrical 
and electronic parts and circuits have four 
interchangeable heads. One cuts wire and 
leaves a square edge; the second cuts and 
swages at the same time; the third cuts 
plastics, such as gates and flashing; and the 
fourth cuts with a diagonal edge. Tool weighs 
7% oz., and is 6 in. in over-all length. 

Price: $74.50. Delivery: immediate. 

Rotor Tool Co., 26300 Lakeland Blvd., 
Cleveland 32, Ohio. (PW, 11/6/61) 

SIC +3548 


File Box 
Holds Odd-Sized Papers 

Filing cabinet comes with 75 envelopes 
measuring 17x22 in. for large and odd-sized 
papers and materials. The envelopes, for 
which self-adhering marking labels are sup- 
plied, have die-cut handles and rest on 
permanent suspension rails. The file is fin- 
ished in office gray and has a detachable 
cover. 

Price: $27. Delivery: 10 days to 2 wk. 

Clarkson Co., Kaukauna, Wis. (PW, 
11/6/61) SIC +2521 


Temperature Chamber 


Tests Electronic Parts 


Chamber holds three modules for testing 
of 150 components parts at froom —100 F 
to +350 F. The testing chamber is 
30x24x24 in. and is housed within a unit 
measuring 68x34x46 in. over-all It comes 
with fin coil evaporator on the rear wall, 
1,000-w. heaters, and an air baffle. 

Price: under $4,000. Delivery: 6 wk. 

Cincinnati Sub-Zero Products, 3932 
Reading Rd., Cincinnati 29, Ohio. (PW, 
11/6/61) SIC #3569 
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Threading Machine 
Handles Medium-Sized Jobs 


Portable threading machine meets the 
need for production rates and sizes between 
very large and sma!; units and threads 
¥g-in. material at 130 rpm. It threads /2- to 
1%-in. bolt or %- to 1%-in. pipe. An 
easily accessible compression ring on the 
rotary head unit permits die change in 2 min. 

Price: $1,095 (plus dies and reamer). 
Delivery: 5 days. 

Obear & Sons, Inc., 940 W. Florence 
Ave., Inglewood 1, Calif. (PW, 11/6/61) 

SIC #3541 


Adhesive Film 
Bonds to 1,500 Psi. 


Pressure-sensitive adhesive film with a 
high affinity for many surfaces produces 
tensile shears up to 1,500 psi. after 5 to 10 
sec. at 300 F to 400 F and pressures of 
5 psi. and higher. Bonds resist shock, water, 
solvent vapors, and temperatures of —60 F 
to +150 F. 

Price: 18¢ to 36¢/sq. ft. Delivery 1 wk. 
to 10 days. 

Girder Process, Inc., 102 Hobart St., 
Hackensack, N. J. (PW, 11/6/61) 

SIC #2821 


OUR 43,217,970TH EGG 


Give or take a few thousand, this is the number of precious turkey eggs 
shipped to hatcheries around the nation by the Airfreight Specialist — 
Flying Tigers. As midwives to turkeys for 15 years, we carry more turkey 
eggs than any other airline. 0 Why? Experience, of course. But more impor- 
tant, care. Care in the gentle way we load and unload these fragile gobblers- 
to-be. Care in the way we keep teletyped tabs on each shipment till it reaches 
its destination. 0 The truth is, Tigers care about any cargo they put on their 
planes. Whether it’s got “fragile” written on it or not. Call the Airfreight 

Specialist for careful follow-through on your next shipment. 


\ FLYING TIGER LINE 


THE AIRFREIGHT SPECIALIST 
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Traction Dynamometer 
Has 100,000-lb. Capacity 


Traction dynamometer with 
500- to 100,000-Ib. range and an 
accuracy of better than 1% uses 
a single pointer instead of usual 
two or three. The pointer remains 
at maximum reading until a 
mechanical button is pushed to 
return it to zero unless the button 
| is first turned so as to make the 
clutch inoperative. The dial is a 
full 9 in. and equipped with 200 
| graduations which can also be 
| marked for the metric scale. 

Price: approx. $165 to $300. 
Delivery: immediate (after Janu- 
ary 1). 

John Chatillon & Sons, 85 
| Cliff St., New York 38, N. Y. 
(PW, 11/6/61) SIC #3821 


| 
Load Center 
| Has Split Bus 
Split bus load centers come 
with three double poles in the top 
| power section and six single pole 
| circuits in the lower lighting and 
appliance section, or four double 
_poles on top and six singles on 
the bottom. Units are rated at 
125 amp., single phase, three 
wire, 120 v. to 240 v. a.c. and are 
available in surface and flush 
indoor enclosures and raintight 
boxes. Lower sections take any 
combination of single, double, or 
duplex circuit breakers. 
| Price: $22.90 (3-and-6) and 
$25.90. Delivery: immediate. 
| Murray Mfg. Corp., 1250 At- 
lantic Ave., Brooklyn 16, N. Y. 
(PW, 11/6/61) SIC +3613 
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Hole Saw Groove Gage 


Cuts 1% in. Deep Gives Width Reading 
Hole saw line includes 55 different sizes 
to cut with diameters ranging from ;°; in. 
to 6 in. The units all have six teeth to the 
inch and cut materials up to 1% in. thick. 
Chey can be used on steel, cast iron, stainless 
steel, aluminum, copper, brass, wood, plas- 
tics and other machinable materials. 
Price: $2.81 to $27.90. Delivery: imme- 


: Gage checks internal groove location and 
depth and permits direct reading of groove 
width. When the foot is in contact with one 
groove surface, sliding a push-button brings 
it in contact with the other side of the groove, 
giving groove width and checking groove 
location. The gage has a .0005-in., 0-25-0 
dial indicator. 


diate. Price: $149.50. Delivery: immediate. 
Heller Tool Co., Newcomerstown, Ohio. Boice Gages, Inc., Hyde Park, N. Y. 
(PW, 11/6/61) SIC +3425 (PW, 11/6/61) SIC #3821 


Photo-Electric Timer 


Actuates Stop Watches 


[ransistorized actuator oper- 
ates two stopwatches simultane- 
ously with only a 20 millisec. 
delay. The watches are started 
and stopped for time studies by | 
interrupting a light source fo- 

cused on one or two photo-elec- 
tric eyes or by making and 
breaking electrical contacts. The 
unit comes with batteries, two 
photo heads, and a mounting 
tripod for indoor or outdoor op- 
eration within a temperature 
range of —40 F to + 113 F. The 
control box is 9x6x3 in. 
Price: $195. Delivery: imme- 
diate. 
Heuer Timer Corp., 441 Lex- 
ington Ave., New York 17, N. Y. . P 
(PW, 11/6/61) SIC 343622 Thirty-six 


million 


dollars 


in new facilities... 


Machining Tool 
Does Three Jobs 


Tool does boring, facing, and 


grooving operations with only | ) Alan Wood, capital expansion totaling $36,000,000 in a two year period is part 

one set-up and can be used to of an overall plan to serve you well today . . . and tomorrow. New rolling and bloom- 
| produce counterbores, back coun- ing mills have stepped up Alan Wood capacity for service. Our fully integrated 
| terbores, O.D. turning, chamfer- | operation cuts red tape, gives you uniform quality . .. consistently and on time. 
| ing, and I.D. and O.D. grooving. Order your steel plate, your sheet and your strip from the company that offers the 

It comes in three sizes with the | combination of capacity, quality and delivery! 

two smaller units providin 

0.0025 ipr. facing ined an OT that's YOUR 


apid re . The larges id 
Tee cae teed snd 4 oe ADVANTAGE at ALAN WOOD STEEL COMPANY 


As a boring head, a graduated Conshohocken, Pa. © STEEL PRODUCERS \WITH THE CUSTOMER IN MIND 
dial gives direct reading to 
0.0001 in. and a vernier permits 
adjustment to 0.0001 in. 

Price: $325 to $870. Delivery: 
2 wk. | 

Maxwell Industries, Inc., 493 | 
E. Fifth St., Ashtabula, Ohio. 
(PW, 11/6/61) SIC +3545 | 


DISTRICT OFFICES AND REPRESENTATIVES: Philadelphia e NewYork e¢ Los Angeles e Boston e Atlanta 
Cincinnati « Cleveland e« Detroit « Houston e Pittsburgh e Richmond e St.Paul e San Francisco « Seattle 
Montreal, Toronto and Vancouver, Canada: A. C. Leslie & Co., Ltd. 
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EPOXY RESIN * FILLER 


] ONE-PACKAGE EPOXY ADHESIVE ~ 


that keeps catalyst from contacting resin until exposed to the air. 


* POLYAMINE LOADED 


« MOLECULAR SIEVE 


ONE-PART EPOXY is now possible using new molecular sieve material 


New York—Linde Co., a di- 
vision of Union Carbide Corp., 
has developed a method to pro- 
duce one-can epoxy resin sys- 
tems that cure at room tempera- 
ture. The company expects the 
first systems to be available 
within six months to a year selling 
at prices at least 10% over pres- 
ent two-part systems. 

Linde’s development makes use 
of chemical substances that it 
will supply to epoxy system man- 
ufacturers. The substances soak 
up curing catalysts and keep 


| Linde Develops One-Can Epoxy Resin System 


resin, even when mixed to- 
gether. Called “Chemical- 
Loaded Molecular Sieves,” they 
are like microscopic sponges with 
pores large enough for the curing 
agents to pass through but small 
enough to keep out the resin. 
Linde lists convenience in 
handling and longer pot life and 
shelf life as prime advantages. 
Most epoxies available to date 
have been two-part systems, and 
the few one-part epoxies required 
high heat to bring them to max- 
imum cure and need long setting 
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Darina (second tube from left) have passed from solid to liquid state. 


them separate from the epoxy times. 


Dropping point test shows how greases react to heat. Beaker fluid has been heated to 390°F. All greases tested except 


BULLETIN: 


Shell reveals the remarkable new 
component in Darina Grease that helps it save 
up to 35% on grease and labor costs 


Darina® Grease is made with Microgel*, the new thickening 
agent developed by Shell Research. 
Darina lubricates effectively at temperatures 100° hotter 
than most conventional soap base greases can withstand. 
Read how this new multi-purpose industrial grease can help 
solve your lubricating problems and even save you up to 35°, 


on grease and labor costs. 


HERE Is no soap in Darina Grease. 
No soap to melt away — wash away 
—or dissolve away. 
Instead of soap, Darina uses Micro 
gel—a grease component developed 


by Shell Research. 
What Microgel does 


Because of Microgel, Darina has no 
melting point. It won't run out of gears 
or bearings. 

Compared with most conventional 
soap-base greases, Darina provides 
significantly greater protection under 
adverse service conditions. 

Mix water into Darina and the 


grease does not soften. It shrugs off 
water — won't emulsify. 


Resists heat 

Darina will withstand operating tem 
peratures 100° hotter than most con- 
ventional multi-purpose greases. It 
cuts leakage and reduces the need for 
special high-temperature greases. 

Also, Darina resists slumping, thus 
forming a more effective seal against 
foreign matter. 


Saves money 


Shell Darina can reduce maintenance 
expenses while it protects your machin- 


ery. Savings of up to 35% on grease 
and labor are quite possible. 

In some cases lubrication intervals 
have been extended to double what 
they were before. Less grease is con- 
sumed and less time consumed apply- 
ing it. 

For details, see your Shell Repre- 
sentative. Or write: Shell Oil Com- 
pany, 50 West 50th Street, New York 
20, New York. 


“Registered Trademark 


A BULLETIN FROM SHELL 
-where 1,997 scientists are helping to 
provide better products for industry 
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The molecular sieves release 
the catalysts when exposed to 
the atmosphere (whose moisture 
enters the pores of the sieve, 
displacing the catalyst). Linde is 
offering suppliers three basic 
types which are loaded with poly- 
amine hardeners, modified poly- 
amine hardeners, or tertiary 
amine catalysts. 

The mixture with resins of the 
polyamine hardeners encased in 
their sieves has been found to 
reduce the exothermic reaction 
to 120 C from the 240 C norm- 
ally generated. The lower tem- 
perature—of particular impor- 
tance when used to encase 
temperature-sensitive parts — 
‘along with extended shelf life 
and convenience in handling are 
expected to offset the cost differ- 
ential over present systems in 
most applications. 


New System Developed 
To Weigh, Cut, Stencil 
Oil Field Pipe Lengths 


Philadelphia —  Baldwin- 
Lima-Hamilton Corp. has devel- 
‘oped a system that automat- 
ically weighs, cuts to length, and 
|stencils oil field pipe. Other ap- 
|plications are planned for opera- 
| tions with similar tubular or flat 
/mill products. 

The system combines a 65-ft. 
‘long machine that actually han- 
|dles the pipe with a special-pur- 
pose computer. It requires just 
one part-time attendant, who can 
handle a duplicate machine at 
the same time, in place of the 
usual four or eight normally re- 
quired to process the pipe. 

The machine, operating at a 
rate of one pipe every 18 to 36 
sec., takes lengths up to 50 ft. 
2 in. in 4%- to 10%-in. diam- 
eters. It measures pipe length to 
an accuracy of within '%2 in., 
weighs pieces to within +5 of 
1%, and automatically stencils 
them. 

The system prints a record for 
each pipe, computes weight-by- 
foot, counts total pieces, indi- 
cates and prints total accumula- 
ted weight and length, and can 
handle other special functions. 

When the fully-transistorized 
computer determines that the 
pipe does not comply with spec- 
ifications, the system automat- 
ically shuts down and an audio- 
visual alarm signals the operator. 
A monitoring board with lighted 
indicators that sequence with 
each _ weighing/measuring/com- 
|puting/recording cycle also in- 
dicates machine malfunctions. 
Modular design permits unplug- 
ging of the faulty unit for re- 
| placement. 

Cost of the system can range 
from about $250,000 to as high 
as $350,000. 


Deoxidation Tablets 


Cleveland—Foseco, Inc., is 
offering 1-oz. chemical tablets 
for controlled deoxidation of red 
| brass, commercial copper, and tin 
‘bronze melts, and for increasing 
| fluidity of yellow brass and phos- 
| pher bronze melts. 

The new Pelloid tablets are 
plunged or placed in the ladle 
and the melt poured on top of 
them, eliminating spillage and 
weighing-out of bulk materials. 
They are packaged two each in 
lead foil wrapping for shipment 
in 125-lb. pail. 
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Canadian Pro-D Drive Launched at Niagara Falls 


Niagara Falls, Ont.—The Ni- 
agara District Purchasing Agents 
Assn. launched the first in a 
series of Canadian professional 
development programs here with 
a day-long conference devoted to 
communications. 

Inspired by the near-by water 


ture, according to Patrick, is that 
the folders, fliers, and gimmicks | 
do not give any information. | 
They may attract attention, but 
do not inform, so the purchasing 
agent discards most of them after | 
a glance. 


The speaker, who is president 


not wanted or is a duplication of 
effort. 

Other members of the panel 
were A. L. Plosz from the public 
relations department of Ontario 
Paper Co., Ltd., and D. G. Over- 
all, maintenance superintendent, 
Cyanamid of Canada, Ltd. Clos- 


falls, the group took as its of the district association, called |ing the conference was dinner 
theme, “As constant as the tor- for some down-to-earth business | speaker Rabbi A. L. Feinburg, 
rents of Niagara is the need for | literature and an end of duplica-|who discussed his recent trip to) 
education.” tion and waste. Patrick also sug- | Russia. ay 

About 100 P.A.’s attending| gested that purchasing could con-| Each of the seven association | 
heard George H. Milne, secre-| tribute to the end of this waste | districts in Ontario takes a turn | 
tary-treasurer and director of| by informing the companies send-|at sponsoring these education 
Horton Steel Works, Ltd., start | ing out material that it is either | days. 

off the day with a warning. Ina} . a 
talk called “What Management 

Expects from the P.A. in Com-| 
munications;” he commented that | 
the spread of electronic data pro- 
cessing will make or break pur-| 
chasing. He called for a new 
philosophy in purchasing to 
adapt to the machine. 

“You have a challenge,” Milne | 
said, “to make yourself aware of 
what the computer can do for 
you or else be by-passed by those 
who do adapt.” 

As for communication with | 
upper management, Milne sug- 
gested that the purchasing agent 
first define the objectives of the | 
company then communicate his | 
specialized knowledge to the top. 

“Surprising enough, we often 
forget what we are in business 
for—what we are trying to do. 
As part of a company, the pur- 
chasing agent must contribute to 
profit, because that is what a! 
company is trying to do,” he ad- 


NEW CANADIAN PLANT: Spectro! Electronics of Canada, has started 
production of potentiometers in this new plant in the Toronto suburb 
of Brampton. Spectro! is a major supplier of Canada’s air industry. 


NOW 


easiest opening 
closure on earth! 


vised. 
Discussing “Person to Person 
Communication,” Dr. Herbert} 


... another advantage 
for 2 STRIP 
CASE SEALING 


Van Schaak, professor of psy- 
chology, State Univ. of New 

York, told the P.A.’s to break) 

through the “allness barrier” in| 
dealing with facts. He explained 
that the allness barrier comes up 
when a P.A. closes his mind and 
says, “Don’t confuse me with the 
facts, I’ve already made up my 
mind.” 

Rounding out the day’s activi- 
ties was a panel discussion on 
business literature. The only 
P.A. on the three man panel, 
Keath Patrick, purchasing agent, 
Horton Steel, displayed a waste 
basket and said, “I’d like to show 
everyone my system of handling 
business literature.” | 

Biggest fault of business litera- 


LUDLOW’S N EW 


sbassd _— NON - STAINING 
U.S. Plywood Revamps =; © ° 
‘a 4 GICK= trip REINFORCED SEALING TAPE 
Canadian Sales Setup =, 
New York—United States Ply- a ee 
wood said it is consolidating the| 2-strip case sealing with Quick-Strip wins friends for your Quick-Strip is reinforced for tremendous strength, yet 


sales operations of its Canadian| 

affiliates under the name, Weld-| 

wood-Westply, Ltd. | 

Up to now sales have been 

handled by Western Plywood Co. 

in the western provinces and by 

Weldwood Plywood, Ltd., in 

eastern Canada. U.S. Plywood, 

| which has operated in Canada for 

16 years as Weldwood Plywood, 

Ltd., acquired the Western Ply- 

wood Co., headquartered in Van- 
couver, B. C., last May. 


product because it offers important new packaging con- 
venience. Ludlow’s reinforced sealing tapes with new 
non-asphaltic Quick-Strip takes the mess, effort, and 
delay out of opening cartons — leaves no tar-like smears 
on knives, counters, clothes, products, or people, as or- 
dinary reinforced tapes do. And it’s the lowest-cost 
non-asphaltic tape on the market! 


peels away readily when you want it to, leaving only a 
light kraft tissue that slits easily with the slightest touch. 
Give your cartons the sealing-power and opening-appeal 
of modern Quick- Strip. 


LUDLOW PAPERS, Dept. PW111, Needham Heights 94, Mass. 
A Division of Ludlow Corporation 


Send me details and samples of 
Ludlow non-asphaltic Quick-Strip reinforced tape. 


Products available through Title 
Weldwood-Westply, 90% of ; 
them manufactured in Canada, ae 
will include architectural and Address 
| stock hardwood plywood panels City State 
made by Hay & Co., an Ontario 


i i 
| | 
| | 
| | 
| | 
| 
| Name | 
| | 
| | 
| | 
| | 
| | 
| | 
\ 


GLASPUN-SNAKETAPE |: 


subsidiary of Weldwood-Westply, 
as well as exterior and interior 
wood finishes and adhesives, and 
the entire Western Plywood Co. 
line of fir and poplar plywood, 
doors, and exterior sidings. 


The most extensive service on printed tapes in the industry, ranging up to seven colors. 
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Foreign Perspective 


London—tLead and zinc prices remained at low levels on the 
Metal Exchange here, following the failure of the International 
Lead-Zinc Study Group to set lower production quotes. 

Lead prices hovered around 734 ¢/Ib., about 34 ¢/Ib. under 
the U.S. quotation in New York. Normally the differential is 
2% ¢/Ib. to 242¢/lb. Zinc sold in London for slightly less than 
9¢/lb.; about 3¢ below the New York price. 

The Study Group issued a communique after its Geneva meet- 
ing that merely said certain unnamed countries agreed to con- 
tinue restrictions during the first half of 1962 in an attempt to 
reduce output 2% below estimated world consumption. 

Trade experts, however, feel this may not be enough to cope 
with world surpluses. Many believe compulsory cutbacks of at 


least 5% are necessary to give firmness to the lead-zinc market. 
- e ° 

Tokyo—Japanese economists are worried about inflation, 
despite the government’s retreat from its policy of doubling the 
national income during the next 10 years. 

Main trouble with the government’s plan was that it worked 
too well. As a starter, it had asked private industry to step up 
investment by 10% during 1961. Industry outdid itself, and by 
last July it looked like the growth rate would be up around 15%. 

Realizing that this might be more than the economy could 
take, the government then asked industry to reduce expansion 
programs. Again the appeal was successful. Predictions are 
that the growth rate for fiscal 1961 will be about 9.7% and 
between 6.5% and 7% for 1962. 

But the government has had less luck with the general public. 
Personal consumption shows no signs of slowing down (in August 
it was 12.6% ahead of last year) and the fear is that this will 
offset cutbacks in industrial expansion 


REPORTS ON RYCUT 


world’s fastest machining alloy steels in their carbon ranges 


CUTS PRODUCTION 
COST 50% 
for Flodar Corp. 


MACHINES 35% 
FASTER 
for American Bosch 


BOOSTS SPROCKET 
PRODUCTION 
for McCulloch Corp. 


This manufacturer of high 
pressure hydraulic tube and 
pipe fittings reports produc- 
tion cost savings of 50% after 
switching from 4150 to Rycut® 
50 and from 4140 to Rycut 40. 
In addition to higher produc- 
tion, Rycut machined to a 
better finish, held size per- 
fectly and eliminated scrap 
loss. (With 4140 and 4150 
scrap loss ran up to 30%.) And 
tool life, from 1 to 3 hours with 
the standard alloys, was 
boosted to 8 hours with Rycut. 


ra 


Rycut 40 was selected by 
American Bosch for this 
plunger drive gear for a diesel 
injection pump because it ma- 
chines 35% faster than 4140— 
keeping machining costs at a 
minimum without sacrifice of 
mechanical properties. The 
company also found that 
Rycut 40 produced a better 
finish than 4140 and reduced 
down time by lengthening tool 
life. 


aia 


These are the results obtained 
at McCulloch Corporation 
when they switched from non- 
leaded alloy to Rycut 40 for 
chain saw sprockets. Turning, 
forming, reaming and drilling 
operations: hourly production 
rate raised from 68 to 100 
pieces—tool life lengthened 
from 3% to 5 hours. Hobbing 
machine operations: hourly 
production raised from 43 to 
65 pieces—tool life lengthened 


from 3916 parts per tool to 
5874. 


Rycut is available in a wide range of analyses: Rycut 20 is a case carburizing, oil hardening 
steel, with balanced composition. Rycut 40 annealed attains greatly varied strength and 
toughness, depending on heat treatment, making it suitable for an unusually wide range of 
applications. Rycut 50 annealed may be preferred (to Rycut 40) for parts with large mass 
or applications requiring higher mechanical properties. Rycut Heat Treated, stress relieved, 
assures uniform properties and machinability—carbon content is matched to bar size. Call 
x Ryerson for any alloy requirement—and get top technical help, too. 


RYERSON 


JOSEPH T. RYERSON & SON, INC., MEMBER OF THE gg, STEEL FAMILY 


scecieatallinitioa 
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STEEL - ALUMINUM - PLASTICS - METALWORKING MACHINERY 
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Bonn—Distinct signs of a slow- 

down in the German cconomic 
|boom are becoming more pre- 
| valent. 

Most recent piece of evidence 
comes from the German Industry 
|Institute, which reports new 
orders for August were 5% be- 
low production. Such a ratio 
would not be sensational in many 
Other countries—especially for 
so short a period—but it is the 
\first time since 1958 that new 
|orders dropped below production 
|\levels in Germany. 

Throughout 1960, 
orders ran about 8% 
put, the Institute said. They 
averaged about 4% better than 
production during the first half 
of 1961. The margin narrowed 
to plus 2% in July and then fell 
sharply to minus 5% in August. 

e e * 

New York—Investigations of 
of beryllium, cobalt, and man- 
ganese tariffs have been sched- 
uled by the U.S. Tariff Commis- 
sion. 

The inquiries will cover do- 
|mestic and foreign output, im- 
|ports, consumption, methods of 
distribution, exports, and other 
factors affecting competition be- 
tween domestic and imported 
| products. 

The Commission said it will 
conduct a public hearing here 
next April 12 on_ beryllium 
tariffs. Similar hearings will be 
held May 15 on cobalt and June 
12 on manganese. 

. e . 


London — Two of Britain’s 
trade fair organizers have joined 
forces to sponsor what they claim 
will be the largest international 
exhibition ever to be held here. 

The show, to be called the 
London International Engineer- 
|ing Exhibition, will be held April 
23 to May 2, 1963. It will be 
run by Industrial & Trade Fair, 
Ltd., which organized the British 
exhibit in Moscow earlier this 
year, and F. W. Bridges & Sons, 
|Ltd. The show will include all 
\types of engineering equipment, 
\from capital equipment to small 
|power tools and components. 
| * ? « 
| Toronto—Steel ingot produc- 
tion in Canada stands a good 
chance of topping the record 
5,817,012 tons produced in 
1959, 

The Dominion Bureau of Sta- 
tistics said ingot production for 
the first nine months of 1961 
amounted to 4,769,605 tons, 
compared with 4,218,649 tons in 
the similar 1959 period. 


incoming 
above out- 


SEARCHLIGHT SECTION 


CLASSIFIED ADVERTISING 
EMPLOYMENT OPPORTUNITIES 
BUSINESS OPPORTUNITIES 
EQUIPMENT—USED or RESALE 


Special Sale! 
LAYOUT & 
SURFACE 
PLATES 


PLANER FINISH 


30"x48"x9V2" ....... $185 
S260 nO" ww wes $240 
36"x68"x11" ........ $345 
48"x48"x9V2" ....... $345 


Other Sizes in Stock 
F.O.B. Your Plant 


WRITE OR PHONE COLLECT 


LAKE SHORE, INC. 
Iron Mountain, Mich. Phone 774-1508 
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Vending Machine Firms Slot New Sales Drive 


Chicago—The vending industry 
is about to launch a selling drive 
at the “thousands of plants with 
200 to 500 employees that have 
no food service at all,” according 
to Thomas B. Donahue, president 
of the National Automatic Mer- 
chandising Assn. 

Industry leaders told PURCHAS- 
ING WEEK at the NAMA 75th 
anniversary and convention at 
McCormack Place here that they 
also have targeted vending of hot 


foods for special marketing 
emphasis. 
Most manufacturers have hot 


meal machines available, and in- 
stallations are operating in sev- 
eral major industrial plants 
throughout the country. But ac- 
cording to NAMA figures, hot 
food sales last year accounted for 
only 1.9% of the industry’s $2.5- 
billion sales gross. and most of 
these foods were in cans 

The past year has seen a spate 
of mergers between vending firms 
and industrial catering outfits, 
and vending leaders believe this, 
more than anything else, may ac- 
celerate a profitable trend toward 
in-plant feeding. 

One vending company execu- 
tive summed up the problem this 
way: “We're still waiting for the 
blue plate special No vendor is 
selling hot meals comparable to 
a restaurant. Our minor penetra- 
tion of the in-plant feeding mar- 
ket is a good indication that we 
have some way to go. I estimate 
that almost 95% of the manu- 
facturing plants in this country 
are still untouched 
vending.” 

Outlining the future for the in- 
dustry, Donahue pinpointed these 
trends: “Vending cafeterias in 
many new in-plant locations, im- 
proved equipment, more mergers 
among vending companies (and 
with food service organizations), 
and tremendous growth into new 
types of locations.” 

Most of the exhibits at this 
year’s NAMA convention fea- 
tured standard industrial equip- 
ment with flashier exteriors and 
more efficient interiors. Some 
companies offered evidence of the 
industry’s efforts to penetrate new 
markets. Among those were: 

@ Universal Match Corp. of St. 
|_ouis showed a machine that can 
hold 12 refrigerated products and 


|2 nonrefrigerated. Machine can 


by hot food 


al 


AUTOMATIC CAFETERIA: Colorful modular vending machines make an 
attractive line-up for food service in a small plant. Coin operated, they 


provide employees with hot foods, 


America displayed its new “Auto- 
mart” which vends many as 
260 items, including sundries, 
variety and sporting goods, hard- 
ware, toys and hot and cold food. 


as 


hot sandwiches, drinks and snacks. 


@ Rudd-Melliken, Inc. showed 
a microwave oven which can heat 
a hotdog or hamburger in 22 sec. 
Food arrives in an unburned 
paper sack not hot to the touch. 


Automated Pallet System Developed 
For Shipping Glass Jars and Bottles 


East Lansing, Mich.—Amer- 
ican-Wheaton Glass Corp. has 
developed a method for shipping 
empty glass jars and bottles on 
pallets, which it said will result in 
substantial customer savings. 

The company, a subsidiary of 
American Can Co.. said it will 
put the system into operation 
within 60 to 90 days. 

Under the new method, up to 
7,000 bottles can be loaded auto- 
matically onto pallets at the glass 
producer's factory and unloaded 
automatically at the customer’s 
plant. It eliminates the need for 
bottles to be placed by hand into 
fibreboard boxes—usually 24 to 
a box—then removed manually 
at the end of their trip. 

The loaded pallets have sheets 
of corrugated board separating 
each layer of bottles and a cor- 
rugated overwrap. 

Details of the new procedure 
were revealed by S. J. Wallace, 
assistant to the president of 
American-Wheaton, at a packag- 
ing seminar of the Glass Con- 
tainer Manufacturers Institute at 
Michigan State University here. 

Among the advantages of the 
pallet system, according to Wal- 
lace, are: 

®@ Reduction in cost. Under cur- 


are shipped. The packer then uses 
the same cartons to ship the con- 
tainers to market after they have 
been filled. Using the new system, 
the packer will still need cartons 


to get the filled containers to 
market, but it now becomes 


economical for him to use cartons 
specifically designed for assembly 
after the glass has been filled, 
closed and sealed. 

@ Reduction in truck turn- 
around-time. Wallace said a full 
van can be unloaded in as little 
as One minute when the glass con- 
tainers are shipped on _ pallets, 
compared with two hours under 
conventional systems. 

© Elimination of internal serv- 
ice cartons, Packers using the 
pallet system will not have to 
spend money on cartons for mov- 
ing glass containers through their 
plants, said Wallace. He cited 
one company which has about 
$40,000 tied up in this manner. 

Wallace also gave examples of 
dollars savings which packers can 
expect to obtain with the new 
method. For instance, he esti- 
mated that a company, 
packs 60-million food containers 
a year, would have to spend 
about $110,000 in order to be 
able to the system. This 
would include the cost of equip- 
ment for taking the containers off 
the pallets, conveyor equipment 
and fork lift trucks. 


use 


vend at prices up to $9.00 and rent procedures, he said, the 
accept $1 and $5 bills as well as price a packer pays for glass con- 
coins. tainers generally includes the 
@ Automatic Canteen Co. of cost of the cartons in which they 
Price Changes for Purchasing Agents 
Amount 
o 
Item & Company Change 
INCREASES 
ee eee enna «eatete, Tih. oo iisk ice ce cece evens 009 
ESS EOE er ETE Te eee 09 
ge SN | ee ee eee eee 12 
Stainless steel sheet, Chi. Stl. Svce. Co.................. 2% 
Arsenic pentoxide, Nov. 15, single drums, Ib............ 25 
Cee UR: TOMY, BG. Bosc bcccnavcasecsewcuescuses 03 
Gasoline, mid-cont. refiners, gal............00.000 eee ees 01 
Cotton linter pulps & paper. Buckeye, Cellulose, ton...... $13.00 
Grinding machines, Landis Tool...................++++ 74° 
Ammonium acetate, J. T. Baker, 2-drum lots, Ib.......... 3 
Ferrosilicon, 50%, per Ib. Contained silieon............ 1 
Lead, refined, New York & St. Louis, Ib.............06. 005 
Lead oxides, carlots, red lead, 95%. Ib... oo... eee eee eee AOS 
ES gc Foe a Ce aree, Now ft ee 005 
ee ee ere re or re 05 
OE re eee ey re Bl 
Transistors, over 50 types, Sylvania Eleetrie.............. 5 AOS 
Carbon steel centrifuge jackets (conidure). Nat! Standard. . 40, 
Acrylonitrile-butadiene-styrene, Marbon Chem., natural. 
colors, & metallies, Ib... 0.2... ee ree ey et ee 10% -14% 


105 & 103 


New 
Price Reason 
875 metal up 
.74 metal up 
$1.135 metal up 
; profit pinch 
60 
4 
1125 profit pinch 
iner. costs 
Sciate incr. costs 
42 
145 iner. costs 


heavy y stocks 


315 metal cut 
1275 metal cut 
155 metal cut 
$6.95 competition 
prod. econs. 
prod. econs, 
42-.49 
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| Bailey: 


ican Aviation, Inc. 
Of the big changes wrought 


program team.” 
Who are the winners in the 


(Continued from page 1) 
business can roll with the changes. The talk was given by W. D. 
Bailey, director of material for Rocketdyne Div. of North Amer- 


by the swing from weapons to 


space boosters at Rockeydyne, Bailey mentioned the use of new 
and exotic materials and processes and the need for new subcon- 
tractors with different capabilities among the most important 
pointed out that some subcontractors were able to pick up the 
new tempo, but “others have found the challenge of working with 
new materials, new processes, closer tolerances, and larger sizes 
too great, and have not been able to be included in the space 


He 


Outer space sweepstakes? 


Say S 


“The most important asset to space prime contractors today 
is a subcontractor who has had some practical experience in 
working with the new materials such as Rene 41, Inconel X, 


moly, tungsten, etc.” 


To get ahead today, the subcontractor has to have practical 
knowledge of these exotic metals—how to machine, form, and 
weld them. This means experimenting, so buyers first will have 


to get used to procuring these 
R&D work. 


exotics in small quantities for 


Another important requirement for a successful space subcon- 
tractor is a quality contro] system covering everything from 


receipt of raw materials to the 
the finished product. 


type of packaging used to ship 


Granted a small company is ready to establish an avant garde 
procurement policy and it’s ready to breathe quality control 
into its entire organization, how does this small firm break into 


the big time? 


From his own experience in dealing with small 


business, here’s what Bailey suggests: 


© Keep well informed and abreast of the current and imme- 
diate future requirements of space programs. 


@ Decide on an area of specialization and push it. 


@Set up a means to show the primes what your capabilities 


are. 


© Get top talent in the estimating and tool design areas. 
© Submit quotations backed up with as much detail as pos- 
sible supporting the quoted price. 


@ Once awarded a job, have ways and means of keeping track 
of the progress, both physically and financially. 


Finally, says Bailey, stay 


flexible. The high degree of 


research and development connected with today’s space programs 


require that companies 


and their procurement departments— 


make changes and make them fast. 


Two Armstrong Cork Plants Struck: 


_ Lancaster, Pa.—Workers at 
two Armstrong Cork Co. plants 
here went on strike last week. 
The plants make closures for va- 


Paint Producers Exhibit 
Wares at NPVL Show 


(Continued from page 1) 
}aluminum siding and brick ma- 
/sonry. The emphasis now is on 
‘technical advances to develop 
| the ideal paints and finishes for 
| different kinds of lumber used 
/on a variety of jobs. Several red- 
| wood producers reportedly al- 
‘ready have the long-awaited fac- 
tory finished siding in limited 
production. 

A new water soluble oil base 


paint ingredient was displayed at | 


the show by Cargill, Inc. The com- 
pound, called Formula 1305, is 
an emulsion of water and heat- 
thickened linseed oil. -Paints us- 
ing the compound are already on 


the market, and nation-wide dis- 


tribution is expected next year. 
Some of the advantages 
claimed for the substance: soap- 
and-water brush cleanup, quick 
drying (second coat can be ap- 
plied within an hour), elimina- 
tion of water spotting and insect 
sticking within an hour, and a 
one-coat repainting potential. 


Supplies Said Adequate for Short Run 


which | 


rious types of containers 
flooring materials. 

The company said supplies— 
at least for the short run—should 
be adequate. Customers, how- 
ever, may suffer some inconveni- 
ence as orders are re-routed from 
the struck plants to other pro- 
duction facilities. 

In addition, an Armstrong 
spokesman said the company’s 
wholesalers and line distributors 
were given ample notice of the 
possibility of a strike. As a result, 
they now have on hand extra- 
large inventories, he said. 

The strike at Lancaster is over 
work rules rather than wages. 
The union—Local 285 of the 
United Rubber, Cork, Linoleum, 
and Plastic Workers of America 
has made four major demands. 
It is asking for a union shop and 
supplementary unemployment 
benefits, together with changes in 
the company’s incentive payment 
and seniority systems. Armstrong 
spokesmen have said the com- 
pany will not agree to any of the 
union demands. 

The last time the two Arm- 
strong plants were struck was in 

1947. That strike, which was 
fought over roughly the same is- 
sues as the current one, lasted 
iseven weeks. 
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New York—A combination ol 
peak production, high inventor- 
ies, and just middling demand 1!s 
acting to keep petroleum prices 
shaky. Prices of refined petro- 
leum products have been falling 
steadily since February, with a 
drop of almost 6% that 
date (see chart alongside). What 
makes this particularly significant 
is the fact that the decline 
curring at a time when industrial 
activity has been rising almost 
without interruption 

Petroleum economists the 
Chase Manhattan Bank trace i 
all back to a striking imbalance 
in production and consumption 
Comparing over-all petroleum 
activity in the first three quarters 
of 1961 with year earlier levels, 
the bank notes that the total in 
crease in supply (60-million bbl 
from domestic output and 19- 
million from imports) is far 
greater than the increase in de- 
mand (17-million bbl.). Result: 
a 62-million bbl. supply excess. 

Says the bank: “The excess 
supply that goes into storage does 
not remain quiescent—it presses 
continually upon the market 
without simultaneously stimulat- 
ing the market demand.” 

The dampening price effect is 
most clearly seen in gasoline. 
Mid-Continent tags — despite 
some firming two weeks ago—are 
still 2¢/gal. below year ago 
levels. With the driving season 
already past, there’s little hope 
of any substantial gain over the 
next few months. 


sinee 


IS O”’ 


ol 


Gasoline Price Wars 


Oversupply also has triggered 
off some of the hottest gasoline 
price wars in history. In_ the 
Norfolk, Va., area, for example, 
price of gasoline to dealers (ex- 
cluding tax) recently dropped to 
4.4¢ gal. 

Other product prices also have 
been affected. Thus, there has 
been no significant recovery so 
far this year in fuel oil prices. 

What's the outlook? From the 
demand side, no sharp spurt is 
expected. Forecasts made by 
the Independent Petroleum Assn. 
of America (IPAA) show fourth 
quarter oil consumption running 
only 1.9% above a year ago. 
Some improvement, however, is 
expected for 1962. The IPAA 
sees demand rising to 10,235,000 
bbl./day—2.6% above this year’s 
level. 

One area all the experts are 
watching is heating oil where in- 
creases usually take place as cold 
weather approaches. It’s doubt- 
ful, however, whether any big in- 
creases are in the cards for this 
year. 

For one, stocks were built up 
in the third quarter on fears of a 
shipping strike. These stocks will 
put a damper on any over-all 
price boost. 

Another factor is weather. 
Last year’s fourth quarter was al- 
most 7% colder than usual, giv- 
ing an added fillip to demand. 
So far this year temperatures 
have been above normal 

International may also 
be influencing over-all petroleum 
prices, although at this moment 
the factors making for declines 
and boosts seem about equally 
balanced 

On the down side is the con 
tinuing Soviet sale of oil at cut- 
rate prices. This has dropped 
prices Of products in some areas 
of Europe fantastically 
levels. 
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Offsetting this to some degree 
is the prospect of smaller imports 
into the United States. Secy. ol 
Interior Stewart | Udall just 
recently stated, for example, that 


he is recommending a reduction 
in oil import quotas Informed 
sources see the cut ranging Irom 
50,000-100,000 bbl. daily 
as much as 5%. 
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Refined Products 


PETROLEUM PRICES SAG 


Source: Bureau of Labor Statistics 
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Foreign Bargains 


For U.S. Steel Buyers in Early ‘62 


(Continued from page 1) 


building and heavy equipment 
has been down. 
But in the first half of 1962 


Japanese mills will have caught 
up with their own demand for 
plate and, as one industry analyst 
put it, “Japan will probably cut 
her plate prices in an attempt to 
get American dollars which she 
needs badly.” 

@ Australian-Japanese compe- 
tition—Broken Hill, the Austral- 
ian steel monopoly, has sharply 
undercut Japanese prices in re- 
cent sales of coiled rod, merchant 
steel, and reinforcing bars. The 
company expects to continue do- 
ing sO with spot lots in these 
categories and, according to in- 
formed sources, is building up 
excess capacity in spring wire 
also. 

Sporadic offerings are likely to 
bring bargains to purchasers who 
keep a sharp eye on steel imports. 
In addition to the Broken Hill 


U.S. Steel Chief Sees 


. ‘ . + ’ 
Some Price Firming 
New York—U. S. Stee! Chair- 
man Roger M. Blough said sales 
may rise enough during the fourth 
quarter to permit some “firming 
up” of prices in selective areas. 

Speaking at a press conference 
here, Blough predicted that pro- 
duction will improve gradually 
during the next three months, 
making the fourth quarter the 
best in the year. 

Third quarter results were 
“not quite up to our expecta- 


tions,” Blough said. Sales de- 
clined 1% from second quarter 
levels, but were ahead of last 


year’s volume. 

He estimated current steel in- 
ventorics at around 10-million 
tons. By the end of the year, in- 
ventories should advance to I1- 
million or 12-million tons, he 
said 

Blough 
has 
some 


said | S. Steel 
notifications from 
customers that they will 
begin to stock up on steel during 


also 


received 


the first half of 1962 as a hedge 
against the possibility of a strike 
on July | 

an xpressed the hope the 
negotiation with the United 
Steelworkers of America can be 


peacelully mad 


luded 


expeditiously 
Cop 


items, South Africa sold a large 
quantity of galvanized sheet here 
at good prices about two months 
ago. 

But Japan is most likely to be 
the first to step up steel competi- 
tion on a broad front. Right now 
her staple American exports— 
rod, wire, nails, rebars—show no 
more than normal volume; and oil 
pipe, plate, and galvanized sheet 
are reportedly moving very 
slowly despite recent $2/ton re- 
ductions for the latter item. 

And Japan needs American 
dollars to buy her raw materials. 
She has extended herself in barge 
overseas investments. Lower steel 
export prices loom as one prime 
method to enable her to build 
dollar balances. 

European steel importers are 
faring a little better than the 
Japanese, but don’t find their 
current steel sales anything to 
shout about. 

“The trouble is,” said one large 
steel dealer who sells all through 
the East and South, “American 
tags are too low for European 
steel to really compete effectively. 
Warehouses are doing all the 
buying; P.A.’s haven't entered the 
market yet.” 

But next year they look for an 
early surge in orders for two rea- 
sons 

@ Lengthening domestic lead 
time: With a 90-day wait for 
European steel delivery and a 
45-60 day lead for Japanese steel, 
foreign exporters have been hurt 
by the tight inventory policy of 
American buyers who have 
passed up possible cost savings in 
favor of minimum stocks and fast 
delivery. 


“But inventory restocking is 
starting,” observed a prominent 
trader. “And once the automo- 


tive industry gets into the market, 
more space will open up between 
the customer and the tailgate of 
domestic mill trucks. That will 
make our lead times less of a 
problem, and our price advan- 
tages more attractive. 

@ Approaching wage negotia- 
tions: Stee] management recently 
served notice of a tough stand 
when they close with the union in 
mid-’62 bargaining. The memory 
of the °59 strike is still fresh, and 
importers expect P.A.’s to place 
forward orders at any sign ol 
pe nding trouble 
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Stainless Discounts Reduced 


Chicago—Chicago Steel Service Co. 


raised its prices for 


popular grades of stainless steel sheet by reducing discounts to 


5% 


from 742%. 


The smaller discounts apply to types 302-304, 


316, 304 ELC, 316 ELC, 430 and 202, on shipments of 2,000 Ib. 


or more. Typical change for 
$60.09/cwt. compared with 
discount. 


Continental Cuts 


a type 
$58.51 


302 


cwl. 


New 
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price 1s 


WAY 


Air Cargo Rates 


Washington—The Civil Aeronautics Board has approved air 
freight rate reductions for Continental Airlines flights from Los 


Angeles to Chicago 


and American Air Lines. 


The board, however, rejected 
Continental submitted for westbound flights. 
equivalent to those allowed last month for Flying 


rate proposals 
The new rates are 
I iger, United, 


Rail Merger Opposed 
Washington—The Justice Dept. filed a brief with the Interstate 
Commerce Commission opposing the proposed merger of the 


Seaboard Air Line and Atlantic Coast railroads. 


The Dept. said 


the merger would be a clear violation of the antitrust laws. Instead 
of improving rail transport, the merger might actually be harmful 
because of competitive damage to other railroads in the Southeast, 


the Department said. 


New York Files Damage Suits 
New York—The State of New York filed triple-damage suits 
against six manufacturers of heavy electrical equipment. The 
State said that during the four-year period covered by the suit its 
agencies had bought more than $2-million worth of equipment 
from the defendants. The suit did not specify the actual amount 


of damages to be sought. 


GSA Unveils New Rubber Disposal Plan 
Washington—General Services Administration, which man- 
ages the bulk of the nation’s stockpiled materials, has announced 
a new rubber-disposal plan which will, in effect, keep prices 


down to at least present levels. 


GSA will sell unlimited amounts of rubber from its stockpile 
if and when the market price hits 32¢/lb. The previous floor for 


unlimited sales was 36¢ at under 32¢ 


lb., GSA will sell 5,000 


long tons a month. If, after a period ef time, GSA has sold 15,000 
tons at 28¢ or less it will examine the situation to determine if it 
wishes to keep on selling on the lower prices. But it makes no 


promise to stop such sales. 


NAPA Sets Up $5,000 Fellowships 
For Postgraduate Work in Purchasing 


(Continued from page 1) 
According to Marshall Edwards, 
NAPA administrative assistant, 
this will vary with the number of 
applications received and with the 
support generated by local asso- 
clations, 

Completed applications must 
be in the hands of the NAPA on 
or before Feb. 1, 1962. Awards 
will be made by the middle of 
April. And the candidate can get 
an additional sum for doing a 


paper based on research con- 
ducted under the grant. This 


paper, which would be a copy of 
the doctoral dissertation, must be 
suitable for publication by the 
association. 

The five man doctoral grant 
committee, three of whom are 
academic representatives, plus 
Edwards will screen and select 
the successful applicants. Here 
are cligibility conditions set up 
by the committee: 

@ The applicant must be in at- 
tendance at, or accepted for ad- 
mission to, a university in the 
U.S. offering a PhD. or equiva- 
lent degree in purchasing, mate- 


rials management, cconomics, 
marketing, management, and 
business administration. 

@the candidate must have 


completed at least two full years 
of graduate study by the time the 
fellowship goes into effect. ¢ 
didates 


an 
who have completed most 


of the required course work for a 
doctoral degree will get prefer- 
ence. 

@ Applicants must demonstrate 
superior analytical ability and 
competence in written and oral 
expression. Evaluation of this 
part will depend on questions 
contained in the application and 
on three letters of recommenda- 
tion from the academic field. If 
competition is intense, the com- 
mittee will investigate further into 
the candidate’s ability using the 
letters of recommendation as a 
starting point. 

Comments Edwards, “We are 
trying to encourage detailed re- 
search into specific areas of the 
purchasing field that could never 
be accomplished by other means. 
Chis will be of value to all pur- 
chasing agents for two reasons. 
First, it will provide intensive 
looks into subjects that the P.A. 
is too busy to do on his own. Sec- 
ond, the NAPA will gain closer 
contact with universities from 
now on. We hope to carry on this 
program for a long time.” 

Application forms are avail- 
able from the Doctoral Research 
Grant Committee, NAPA; 11 
Park Place; New York. 

Also in the works at the na- 
tional association Is a program 
for getting some current experi- 
ence for faculty members teach- 
ing purchasing subjects. 
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The 
Big Roll 
is on 
with 
new 
Torrington 
Caster 


Bearings 


Improved rollability, greater load capacity and a three Cua effectively spaces rollers... insures true rolling even 
to four times increase in service life are the out- <c—_ ~~ in tough shock load or high speed drag line applica- 
standing advantages offered by new Torrington =a | \ tions. Ample provision for lubricant retention. Fric- 
Caster Bearings used in the famous Rapids-Standard “ +. tion at a minimum. Simple press fit makes handling 
line of casters and wheels. _ easier and faster... substantially cuts assembly 
The Torrington Caster Bearing is a true precision \\% of f* a time and costs. 

bearing consisting of double paths of rollers retained wr Investigate Torrington Caster Bearings for your 
in a drawn cup outer race. A molded plastic retainer application. Call or write us today. 


progress through precision TORRINGTON BEARINGS 


T to | E TO R R g Lad GT  @ ] N Cc  @ ] M P A bo] Y Torrington, Connecticut + South Bend 21, Indiana 
November 6, 1961 Purchasing Week 39 


Every 
@ seconds... 


es 


MNeeceecevevoeveeeee eee ee & @ 


ee 2 


Lapsed time between OIC installations is being reduced month 
by month. More and more maintenance men know they can 
count on trouble-free operation when they replace worn out 
valves with OIC. Performance-proven design features include 
stems made from special OIC Alloy 40 on bronze valves. Result 

. seizing completely eliminated . . . corrosion minimized... 
wear greatly reduced. OIC stems will outlast ordinary valve 
stems 10 to 20 times. Your local OIC distributor carries a com- 
plete line of bronze and iron gates, globes, angles and checks. 
Call or write today for further information. 


someone... 
somewhere... 
installs 
another 


OIC valve! 


THE OHIO INJECTOR COMPANY 10231-O1C 
231 Main St., Wadsworth, Ohio 
1 need more information about OIC bronze and 
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BETTER VALVES AND BETTER DISTRIBUTOR SERVICE FROM OIC 


BRONZE, IRON, FORGED 


STEEL, CAST STEEL AND iron valves. 
DUCTILE IRON VALVES inital re aes 
Company , sata ssngidatininciaadeatanialesiia 
Stree — 
THE OHIO INJECTOR COMPANY, WADSWORTH, OHIO — 
City _—— i —_ State 


